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WD Caviar Enhaivced IDE Drives 


The best quality and reliability in the industry - available from Supercom 
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Why you should he buying 
WD from Supercom 

Western Digital is an innovative leader in the hard drive field that 
provides exceptional performance, quality, and unsurpassed 
reliability in its WD Caviar hard drives. The WD Caviar 3.5-inch 
hard drives provide the performance, quality, and reliability 
required by today’s high-performance Pentium, Pentium 
Pro and Power PC computers. These drives offer a full 
complement of features in a wide range of drive 
capacities, up to 4.0 CB, making the WD Caviar 
series powerful drive solutions for any need. 

CacheFlow4, CacheFlowS, Reed Solomon 17-bit 
on-the-fly ECC, advanced defect management 
guaranteed compatibility, universal 
translation, increased reliability, and 
advanced power management are but 
a few of the features that underscore 
the exceptional design of WD Caviar 
hard drives. The Enhanced IDE features 
on all Caviar drives support local bus 
IDE applications for the fastest host 
transfers. When integrated into PCI local 
bus environments, the performance levels of these 
drives are even higher. 

Advanced design, extensive testing, and state-of-the-art 
manufacturing yield highly reliable hard drive products. This award 
winning combination and our commitment to quality allowed 
Western Digital to offer the industry's first three-year warranty on its 
WD Caviar EIDE hard drives. The WD Caviar hard drives are fully 
certified to run Novell, Microsoft Windows 95, and Microsoft 
Windows NT 4.0 applications. 

The entire family of Western Digital IDE and Enterprise SCSI hard 
drives are available from Supercom, your source for quality computer 
systems, peripherals and components. Supercom's commitment to 
excellence delivers the products, pricing, service and support you 
need to help you keep your competitive edge. 
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Vat>couver 

Toronto 

Montreal 

Nationwide 


Tel: (604) 276-2677 
Tel: (905) 415-1166 
Tel; (514) 335-1166 
Toll-Free Inquiries 


Fax: (604) 276-0807 
Fax: (905) 415-1177 
Fax: (514) 335-9326 
1-800-949-4567 




EMPAC, ^ 
Has Your ^ 
Viewina 


17A+ MON TOR 


17M+ MONITOR 


14A+ MONITOR 


AZURA Monitor Series 

•Available in 14”. 15" and 17"; 

•.28mm dot pitch; 

•plug & play compatibility; 

•three-year limited warranty; 

•emissions (FCC-B, MPR-ll); 

•energy consumption {EPA, Energy Star, 
VESA, and DPMS): 

•safety (CUL). 

AZURA Multimedia Monitor Series 

•Available in 15" and 17"; 

•1280x1024 (Nl): 

•digital microprocessor; 

•on-screen display; 

•manual degaussing; 

•speakers {2Watt x 2). 

BimC 

Solutions In Computer Distribution 




Visit EMPAC on the web ® 
www.empac.ca for: 

• Product information 

• Price Guide 

• FTP fiis downioad service 

• Link to manufacturers 


I At EMPAC we do consid- 
lerady more to ensure that you 
gain a decisive er^e over jfour 
I competition. EMPAC otters you a 
superior range of technologically- 
aovanced hardware products, 

I from entry-level to the most 
advanced systems, monitors, CD- 
ROM/hard disk drives and main 
boards. 

EMPAC is truly unique 
because we take the time to pro- 
vide exceptional personalized 
sales and customer support, very 
I competitive pncing, unbelievable 
, pedals (faxed weekly), custom 
I and preconfjgured systems and a 
iVBii^ of hardware producta It all 
;adds up to a_ tptal. solu tion that 
I works to your WWMfc 

1 -800-TO-EMPAC 

® C£ a S “ 


Call your EMPAC sales representative for more information. 


Toronto Office 
168 Konrad Cres. 
Markham, ON 
L3R 9T9 

Ph: 905-940-3600 
Fx; 905-940-3604 
All companies logos and /o 


Montreal Office 

3385 Rue Griffith 
St. Laurent, PQ 
H4T 1W5 
Ph: 514-345-9000 
Fx: 514-345-8551 
Mmarks are ragislerad 


Vancouver Office 

186-4611 Viking Way 
Richmond, B.C. 

V6V 2K9 
Ph: 604-821-0177 
Fx: 604-821-0277 
il men respeclivs companies. 
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Acer & Comtronic 
Total Component Solutions 



Pentium' 


Why Not Deal With The Biggest? 

Buving parts the usual way! No-name brands of no known origin. No assurances of reliability or conipatibilit\’. No support. That’s no way 
to build a computer. Much less a business. Switch to Acer components. Every Acer product meets the toughest quaht\' standards in the 
indusCT. And that includes just about every kind ofcomponentvour system needs. From monitors and keyboards to motherboards, sound 
cards, chassis, and CD-ROMs, AcerOpen has it all! Ajid you’ll rest easy knowing ever)' Acer component works together. It’s proven every- 
day. As a matter of fact. Acer built the world’s fifth largest PC company around these parts. At Comtronic, we’re t'our one-stop Acer 
source. Our warehouses are packed to the ceiling widi Acer quality products. And all at prices that figure to leave you plenty' of margin. 
Call Comtronic, Canada’s largest AcerOpen Distributor, now for quality and quality' that adds up. 


:!Il @ C€ * H H li ^ 


Call 1-800-297-SS0S Today For An Authorized Comtronic Distributor Near You! 


^Comtronic 




HAllfAX 

902-468-8777 

Ottawa 

613-736-7513 
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EDITOR'S DESK 



Computing With Barney? 


The sighi was more ihan 
a lillle unusual when 
Mierosofi Corp. vice- 
president Frank Clegg, 
amidst the expected 
Office 97 and Windows CE themes in his 
Coindex/Canada keynote address, sudden- 
ly pulled out a stuffed toy, and plugged it 
into his on-stage PC. (See our round-up on 
Comdex/Canada, page 14.) 

Then, Clegg covered the toy’s eyes, 
and the little creature exclaimed: “Il'.s dark 
in here!" Clegg removed his hand, and the 
fuzzy beast said: "Oh, there you are!” 
Quiet murmur.s filled the auditorium, as 
people whispered: "Is that a joke'.’ Is this 

But indeed it’s true. If Microsoft has 
its way. the next generation of computing 
accessories will include stuffed animals, 
ostensibly for the tnore youthful among the 
computing audience. 

In this case, the toy was none other 
than that cuddling purple dinosaur every- 
one either loves to love, or loves to hate — 
Barney. While the creature has a certain 
amount of functionality in its stand-alone 
mode, it claims an impressive l4.0IXFword 
vocabulary when plugged into the comput- 
er. Microsoft's AcliMates Barney will work 
along with special CD-ROMs from 
Microsoft, with a stated goal to enhance a 
child’s learning experience. Barney should 
be in stores by Chri.simas. with pricing (not 
finalized at press time) hitting somewhere 
between $125 to $150, 

This wa.sn’i the only warm and fuzzy 
from Microsoft at Comdex. The company 
look the opportunity to roll out (in a 
Canadian-only effort) an annual awards 
program for quality in software retailing — 
euiled the Mierosoft Canada Galileo 
Awards for Leadership in the Art and 
Science of Software Retailing. Kudos go to 
Microsoft Canada for initiative and a pro- 
fessed desire la raise the har on software 
retailing in Canada. Microsoft says the 
award is nicaiil tn recognize software 
retailing in general, not specifically in 
regards to its own products, and a panel of 
judges will decide on next year's winners. 
The trick now will be for Microsoft lo get 
sufficiem momentum behind the awards — 
nut only lo encourage nominations, but lo 
make the prize sufficiently coveted that it 
will motivate retailers lo greater efforts on 
the software retailing from. (For more 


information, see hiip;//www.microsoft. 
com/canada/partners/galilco.htm.) 

Among the speakers al the black-lie 
gala event held to kick olT the awards was 
John Torella, an industry analyst with the 
J.C. Williams Group, in Toronto. He told 
the assembled audience: “The graveyard is 
filled with retailers who didn't keep pace 
with the changing consumer,” 

Whether a retailer wants to be die 
holiest, the biggest or the easiest to gel 
along with — you have to be best al some- 
thing. he said. 

He pointed to food retailer Loblaws as 
an excellent example of a retailer that has 
combined service and self-service, and has 
raised its store brand President's Choice 
into direct competition with "name-brand" 
products. Part of its success, he said, comes 
from combining value with more elite-type 
offerings. "People want lo .skimp on the 
basics, but splurge on the shrimp." 

And today, he said that food chain is 
already diinking ahead about what may be 
next in retailing, such as robots, Iniomet 
shopping or smart cards. 

From available parking lo in-store 
decor. Torella said customers need to feel a 
More is "sympathetic" to them. The store 
needs to provide a "constant round of 
value.” Ki the customer, even after a pur- 
chase — "reinforcing you've made a good 

This issue, be sure to check out our 
update on the latest trends in retailing, in 
"Wlwl'x In Slore For Stores, " page 24. 

Also this i.ssue. Associate Editor Jeff 
Evans does an iii-depth examination of the 
latest trends, products and opportunities in 
networking. Please see, "Nenrorkiiig — 
The Market Is Now Fverywlterc," page 26. 
And Dan McLean examines issues and 
products in Poini-Of-Sale software, in 
"Poiiil-Of-Sale Targets Huge Rouge Of 
Retailers." page 46. 

According lo Microsoft. Barney has 
been called the "Elvis of the pre-school 
set." So. here’s something to look forward 
to: the demo model of AcliMates Barney in 
your stores this Christmas — singing one 
of his 17 songs, including the evcr-popular 
“Head, Shoulders. Knees and Toes" and 
his signature hit — "/ Lave You." 

Seasons greetings. CT 
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MITSUBISHI DIAMONDTRON” Monitors 


Clearer, brighter and sharper 


Introducing our Diamond Pro Professional Series monitors: 
For Industry-leading display performance, application versatility, 
and advanced ergonomics, the Diamond Pro Professional Series 
monitors with DIAMONDTRON technology are simply 
unsurpassed. Mitsubishi sets yet another industry sondard with 
the Diamond Pro SITXM.the worlds first .28mm, 21 -Inch 
aperture grille monitor. The new 
1 7” Diamond Pro 67TXV and the 
award-winning 17” Diamond Pro 87TXM 
complete the series. All our monitors 
are designed and engineered for 
long-term performance, in an ergonomic, compaa 
enclosure that fits easily Into any work space. 

Backed by a comprehensive three-year warranty, 
and our well earned reputabon as a technolo^cal leader. 
Mitsubishi is the clear choice. 


IN 



For more information or the name of the reseller nearest 
you, call us at 1-800-450-MITS (ext. 1 88). and we'll send 
you a gift* just for calling. 


vtage o< Da OUMONDTROIT* 




A MITSUBISHI 

INFORMATION TECHNOLOGIES GROUP 
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Pnct-Acaairaa 
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LETTERS TO THE EDITOR 


Comdex age restriction flawed 

I reccnily was reading the latest issue of CCW 
when I icumcd that Comdex placed a age 
restriction on its show. I can't understand why 
Comdex would do such a thing. What's the 
difference if there arc a few people who arc 
not “qualified to make a buying decision?" 

The age limit use to be 16, however the 
Comdex spokesperson says that (the show) 
wanted "no kids." Do you really believe that 
people at the age of 16 arc still kids? In 10 
years they could possibly be making some 
major purchasing decisions, however if they 
aren't allowed in now they could easily with- 
hold from the event when they have the 
chance to "moke a buying decision." 

I hope the people who made the decision 
about the age rule gel a talking to from their 

Todd Mansfield 
Owner, SpyderByte Computers 
Calgary 
spyderbyte&usa.net 


Age policy is unfair 

This is totally unfair that ComdexATunada now 
has a policy that will bar attendees of less than 

I was 1 7 when 1 got my first CNE certifi- 
cate. I passed with flying colors, i urn recently 
employed by V-Com computers — one of the 
biggest computer rcuiilcr In VaiKuuvcr. BC. 
We mainly aim at corporate buyers. I repair 
and maintain networks for a few big compa- 
nies — for example, the University Of British 
Columbia, WIC Communications for BCTV, 
University of Victoria and Simon Fraser 
University. 

Just because someone is the age of 17 
shouldn't mean that they are not allowed to go 
to computer shows to learn more about their 
choice of career. I am 22 and I attend almost 
all Comdex shows for information. 

Simon Wong 
V-Com Tech Support 
Vancouver 
simon&planeteer.com 


CCW Bulletin Board 


Trimex Marketing seeks sales 
people for eastern Canada 

As a well-established distributor of computer 
accessories, pcri|^rals, and supplies, TMI is 
looking to further penetrate the Eastern Canadian 

The company is currently kstking for 
agcnis/rcprcseniaiives with expertise in gieuler 
Toronto, eastern Ontario. Quebec, and the 
Maritime pnsvinees. 

If you feel you have the right qualifications 
and skills, please fax your resume with covering 
letter to: Trimex Marketing Inc. at I6(M| 278- 
86IS. Attention: Jonathan Way. national .sales 
manager. (No phone calls please.) 

Wa welcome your letters on industry issues 
and concerns, as well as your comments on 
our magazine. We reserve the right lo editor 
your contributions for fength and clarity. 
Please write to The Cditor, via C-mail at 
ccw@tcp.ca. or lax: (6041 608-2686. 


Looking for a product, service or partner? Write to CCW Bulletin Board, at ccw@tcp.c8, or fax: (403) 262*7892. 
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NOUSTRY FLASH 


print images at home on photo-quality printers.) 

The initiative is built around the 
FlashPix image file formal and the Inicmei 
imaging protocol, said the company. Although 
the company didn't specifically detail planned 
technological enhancements, the slated goal 
of the initiative is to “address several prob- 
lems in today's Web-based imaging, (includ- 
ing) delays in Internet image download, poor 
print quality of Web images, and lack of 
image detail available via the Internet." 

Richard Belluzzo, executive vice-presi- 
dent and general manager, for HP's Computer 
Organization, said: “Images have been impor- 
tant throughout hi.story of mankind. Images 
play a central role in how people express 
themselves and communicate." 

HP and PictureVision Inc, announced 
a plan to expand the functionality of 
PiclureVision's PhotoNet — an imaging 
infrastructure that lets photo finishers offer 
customers the opportunity to view and share 
photographs on the Web. 

HP and PhoioDisc Inc. (pending negotia- 
tion of a fonnal contract) say they will co-devel- 
op an on-line resource, providing high-resolu- 
lion digital images for use by small office and 
home office customers. “Our hope is that with 
this new on-line resource, any business profes- 
sional will be able to easily incorporate high- 
quality image material into both print and elec- 
tronic projects on the fly." said Mark Torrance. 
CEO of Seattle-based PhoioDisc, in a statement. 

This fall, HP says it will launch the HP 
DeskJet 670TV printer — aimed at Internet 
appliances such as the WebTV, priced between 
US$150 and US$250. The idea, according to 
the company, is that WebTV users will be able 
to print E-mail, news, information, and 
coupons, for example. A HP technology called 
SmanFocus will enhance resoludon. 


Contact; The Editor 


Canadian Compuisr MTwfess/erwelccimesvour opinions 
on current issues In the maritet, plus your feedback on 
Our publication. 

We welcome your Ideas regarding news 
and feature topics for Canadian Computer <Miolesaler. 
Feel free to contact the editors directly with your 
suggestions. 

We'd like to heer your feedback and 
suggestions on our Test Labs reviews section. 


nnp cofj: 


Please write: 

The Editor Canadian Computer Wholesaler 

408 • 98 Atlantic Ave., Toronto, Ontario M6K 3J8 

Fax; (4161 588-8674 

E-mail: ccw@tcp.ca 

Editor Grace Casselman 

Call, 14031282-7890 

Fax: (403)262-7832 E-mail: gracec@neicom.ca 
Associate Editor Jeff Evans 
Call: (416)535-8404 

Fax: (416)588-8574 E-mail.jeff@tcpon.com 

Contact: Steve Halmda 
Call: 14161535-8404 
Fax: (416)588-8574 
E-mail: steve@tcpon.com 






Hewlett-Packard outlines 
imaging strategy In NYC 

In a New York presentation to customers and 
industry players. Hewlett-Packard Co. for- 
mally announced its “Iniemei Imaging 
Initiative" — bringing together a range of 
technologies, partnerships and strategies, and 
publicly committing to enhancing the quality 
and usefulness of images on-line. 



“It was more a statement of direction 
than anything else," commented Alexis 
Gerard, publisher of The Future Image 
Report, in Burlingame, Calif. He said the 
company is pushing the idea that however 
people may choose to connect to the Iniemei, 
they should be able to work with “high-quali- 
ty photographic images." 

According to HP. the joint efibn will give 
consumers "more flexibility” in how they 
upload, download and manipulate images" on 
their FOs. (HP says users will also be able to 
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NDUSTRY FLASH 



Apple Computer president Cil Amelio resigns 

On July 9. in a sudden departure that bodes ill for struggling Apple 
Computer Inc.. Apple pre.sident and CEO Cil Amelio left the company, i 
without a permanent successor having first been located. Apple co- 
founder Steve Jobs, who had recently resumed a close connection with the 
company upon selling his NeXT operating system to Apple, is reputed to be 
taking a more active role in product development and business to busines.s rela- 
ticHis. at least in the interim. 

Amelio. who was promoted from Apple’s board of directors to the CEO position as a 
would-be miracle worker, succeeded in bringing about an impressive turnaround at troubled 
National Semiconductor Inc. prior to taking over Apple. 18 months ago. However, he was 
unable to work the same magic on the Cupenino. Calif.-ba.sed Macintosh computer maker. 
Apple has lost more than USSI.6 billion in the l3.si two years, with every recent quarter but one 
posting substantial los.ses. Speculation focused on the possible trigger for his sudden departure 
suggests u larger than expected loss for Apple's current quarter. The company's sales are esti- 
mated to have shrunk from USSI 1.1 billion in 1995 to an expected USS8.5 billion this year, and 
the Apple Mac's global market share has declined from around five per cent to a little over three 
per cent during the same period. 

Amelio can be credited with taking a number of necessary short-term economy measures 
at Apple, such as laying off staff, cutting unproniable products and reducing inventories, but it 
would seem that he failed to solve Apple's fundamental problems. 



#120-13751 MayfieW Place, Richmond, B.C. Canada V6V 2G9 
Ph:(604)278-2811 Fax:(604)278-1211 toll free: 1-800 567-7227 
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Legal battle won't threaten 
chip supply, DEC exec says 


(NB) — The patent dispute between Digital 
Equipment Corp. and Intel Corp. is totally 
separate from the supplier-customer relalion- 
.ship between the two companies, and will not 
affect Digital's personal computer business, 
according to Jim Nolan, head of Digital's per- 
sona] computer business in Canada. 

At the Comdex/Canada trade show in 
Toronto. Nolan said that Digital has agree- 
ments in place with Intel that will protect its 
acces.s to Pentium chips from the company it 
has charged with misappropriating chip tech- 
nology that Digital devel- 
oped for its Alpha proces- _ 
sors. Digital's access 
to continued sup- 
plies of Intel 
chips ha.s been 
in dispute, 
with officials 
of Intel contradict- 
ing Digital's assertions 
that contracts between the 
firms ensure a continued chip sup- 
ply to Digital's personal computer unit. 

"Yes. we’re pursuing Intel, no question 
about it." Nolan said, "but another level of 
the relationship is the supplier relationship." 
He mentioned that Digital also sells goods 
to Intel. 



IBM unveils Network PC during 
Comdex/Canada tradeshow 

Rodney Adkins, the vice-president and gener- 
al manager of client systems of the IBM 
Personal Computer Co. unveiled Big Blue’s 
latest computing platform: a new generation 
of Network PC which promises to offer cor- 
porate customers full Windows multimedia 
computing capabilities, while simplifying the 
management of neiwoiiced PCs. 

The new computer is basically a 
Windows PC in a slim 'sealable' case, with a 
built-in network interface, and without a flop- 
py drive or CD drive. This nxxlel of computer 
can be connected to a network by simply con- 
necting it to any free network cable, turning it 
on. and inputting a few items of user informa- 
tion. The new user's information will appear 
on the network administrator’s screen, and 
after verillcation, ibe computer is added to the 
network. By simplifying the network adminis- 
trator's tasks, and allowing less opportunity 
for user-generated damage, the new Network 
PCs are hoped to offer savings in the order of 
10 to IS percent in running costs, although the 
Network PC hardware will cost about the 
same as a regular PC. Adkins says. 




Make some real profits today... 

The Explore The World of Software \Nay\ 



LOADED WFTH CONTENT 

Have your customers had enough of being disappointed 
with empty-ROMs ? Expiore The Worid of Software 
CO-ROMs are ioaded with content - 30 to several hundred 
programs, or 1000 to 5000 ciipart images in each CD-ROM - 
unbeatable value which not only meets but exceeds your 
customers’ expectations. 


THE RIGHT TITLES 



COMPLIMENTARY TITLES 

Explore The World of Software is much more than a disjointed 
collection of random CD-ROM titles. It is a systematic collection of 
complimentary titles which work together as a series of volumes to 
encourage repeat consumer buying. 

DONT BUY A CD-ROM, BUY A SPEEOY-ROM 

Our Easy Menu System makes our CD-ROMs so quick and easy to use, 
we call them Speedy-ROMs! 

THE BEST FLOOR SPINNER IN THE BUSINESS 

Holds 6 each of our Top 48 titles for a total capacity of 288 CD-ROMs. This 
rugged display has a smooth turning ball bearing base and angled baskets so 
that CD's stay neat and secure even when the display is almost sold out. 
Takes only 2 feet of floor space - fits in the tightest locations. 

ALL TITLES AT ONE LOW, PROFITABLE PRICE 

Impulse selling price - high margins - one low cost - making high profits has 
never been easier! 


TT ALL WORKS TOGETHER - 
TO MAKE YOUR BUSINESS GROW 

- Loaded with Content - The Right Categories - Complimentary 
lu Systems - The Best Display - One Low Price - High Profits - 
rail Synergy! No wonder Dealers and Distributors worldwide are 
strong, consistent, growing sales and superb profitability they 
•eTheW ' 


MAKE SOME REAL PROFITS TODAY- 

THE EXPLORE THE WORLD OF SOFTWARE WAY! 



Marketed Worldwide By: 

ROCELCO INC. 

24 Viceroy Road 

Concord. Ontario. Canada L4K 2L9 
Phone: (905) 738-0737 

Canada / USA WATTS: (800) 387-9101 Fax; (905) 738-039f 
Worldwide Web: http://www.roceico.com I 


CANADA WATCH 



Canadian Oauja 


Corel Computer {^COREL 
targets the network 

"Infinite bandwidth, total reliability and uni- 
versally accepted standards," are the ideal 
conditions for the future of communications 
and computing, according to Eid Eid, presi- 
dent of Corel Computing Corp„ a new divi- 
sion of Ottawa-based Corel Corp, 

Although these conditions haven't been 
fully realized, recent developments have 
brought them ‘close enough' to reality to 
allow a new era in network computing to 
begin, according to Eid. Corel Computer 


Corp. initiatives are in: network computing 
clusters, server hardware and software. NCs 
and client software, video and audio com- 
munications products, and. network integra- 
tion, involving Corel and third-party soft- 
ware products such as file and prim ser- 
vices, E-mail collaboration, electronic 
forms and lava-based productivity software. 

Corei Computer Corp. intends to roll 
out limited numbers of its new products, 
such as the Video Network Computer 
(VNC). by the end of 1997, and expects to 
see substantial .sales in 1998. according to 
Eid. The VNC is a thin client device, based 
on a Strong ARM RISC processor, which is 
optimized for running software written in 
Java. It will also run Windows applications 
in an emulation mode. Corel sees the market 
for Network Computer systems, composed of 
servers, thin clients, 
and Java software, 
growing explosively 
from 1998 onwards, 
to the point where, in 
several years. NC 
sales may surpass PC 
sales, said Eid. 


Samtack celebrates eight years 

Samiack Computers, a major Canadian PC 
manufacturer and distributor, celebrated its 
eighth anniversary on June 13 with an open 
house attended by hundreds of Canadian com- 
puter industry professionals. In the last year 
and a half, according to Samtack marketing 
manager Robert Chin, the company has 
grown "phenomenally,” posting over $100 
million in sales so far in 1997. 

Samtack makes the Pine PC and 
Samtack computer lines, which are sold 
through over 3,000 resellers across the coun- 
try. In addition to finished PCs. Samtack also 
di.stributes multimedia components such as 
CD-ROM drives and sound cards, as well as 
hard drives and monitors. During the open 
house that was a part of the eighth anniversary 
celebrations, visitors were able to tour the 
assembly, quality control 
and distribution facilities 
the main plant in 
Markham, Ont. 

For more informa- 
http;//www. 
pinegroup.com or call: 
(905)940-1880. M 




YOUR COMPLETE FULL SERVICE SOURCE. 

WE OFFER NEXT DAY DELIVERY ON ALL PRODUCTS*. 

CALL US TO SIMPLIFY ALL YOUR COMPUTER NEEDS. 


MMBI 

ASK FOR OUR WEEKLY 
FAX OR E-MAIL SPECIALS! 



TRUMPET BUSINESS SYSTEM 


TRUMPET POWER SYSTEM 

6x86 P200-I- CPU 'h'Wkirf 


INTEL Pentium 166 CPU 

512K PBC, quality I/O and ports 


irumoet Intel 43UIX unioset motnernoaro 

Triimnfit VX Pro Pentium mothernoarti VC 


32 MB SDRAM, 512K PBC, Two USB ports 

16 MB EDO RAM ' 


2.1 GB performance EIDE hard drive ^ 

2.1 GB performance EIDE hard drive 


1.44 MB diskette drive 

1.44 MB diskette drive 


S3 3D Virgew/4 MB Video Card 

Trident 9685 PCTV 2MB video card 


Fujitsu Win95 keyboard 

15" Tower case w/led 


Logitech mouseman mouse 

Mitsumi Win95 keyboard 


15" Tower case w/led 

Mitsumi mouse 


Microsoft Windows 95 w/ Certificate 

Microsoft Windows 95 w/ Certificate 


Lotus Smart Suite 971 

Lotus Smart Suite 971 


3 current Full version games 

3 Full version current games 


2 years labour & manufacturers parts 

2 years labour & manufacturers parts 

*WE SUPPLY REUABLE PRODUCTS FROM: AOP£N. ASUS. AMO IKS & KBI. A-BIT. 


Trumpet Hardware 
#1128-20800 Westminister Hwy. 
Richmond, BC, Canada V6V-2W3 


IPS S P6I. I0M£BA. MATROX. MAXTOR. MICROSTAR. QUANTVM. i TYAN 

Telephone: (604) 279-9963 
Fax: (604) 279-9972 
Toll Free: 1-888-881-2288 


Availability & Pricing subject to change. TERMS - COD or LEASE. SHIPPING - Anywhere. FOB Richmond BC. Canada 
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Check our web site 
for mainboard 
specifications and 
other quality 
products! 


Pentium'^/MMX”' Mainboards 

• PSHSO'M - Intel MARL HX 2S«K ATX 

• PSH3D-WSHXS12K Adaptec'^ UW-SCSI 

• PST30-A4 -TX 512K; DIMM ATX 

• P5T30-M - TX S12K DIMM 

• P5T30-WS -TXSIIK DIMM Adaptec* UW- 
SCSl 

Pentium * Pra/Pentium' II Hainboards 

• P6F40-B5 - FX Penbum® Pro 

• P6F40-A4 Intel VENUS FX Pentium* Pro 
ATX 

• P6F40K-BS • FX Pentium* II 


LINKUP 

TECHNOLOGY 




13.3' Displav • 20(M«1Hz Penbum* MMX™ 
Memorv expandable to 144MB • 3 Modular Bays 
Wavetable Stereo Audio • 30 Surround Sound 
lOX CD-ROM Drive 


WWW. linkup. on . CO 

Motherboards » SCSI Controllers 
QDE Cadung Controllers • Modems 
IrOA Networking • Videoconferencing Kits 
Vkfeo-TV-Caplure Cards • Monitors • Scanners 
Laptops • PCMCIA Cards 


How-R-U Videoconferencing Kit 


Support LAN, POTS, Internet, 
Intranet, ISON 
H.324 compliant • working 
smoothly with other 
videoconferencing systems 
True color camera & built-in 
microphooe with close-up 
viewing capability 
Capture rate up to 30 
frame/sec for 320x240 

• • • 



Linkup S3 ViRGE/VX Graphics Accelerator 



LINKUP 


* E-mail: saiesONnkup.on.ca 

• Web: www,hnkup.on.c8 


EASTERN CANADA 
Llnklip Technology Inc 
Toninto, Ontario 

• VMe: 416-499-4707 

• Toll-Free: 1-S88-218-4968 

• Fax: 416-499-6103 


WESTERN CANADA 
PC land 
Ridimond, B.C. 

• lAlce: 604-214-3689 

• Fax; 604-214-3682 




COMDEX 



Network Compuling, Mobility, Winiiows and Video! 


By Jeff Evans and Crui e Casselinan 



Mobilily, nciwortijng and a big 
emphasis on visual eompuiing 
were major themes at the 
ComdeJi/Canada '97 iradeshow 
held at the Metmpoliian Toronto 
Convention Centre frran July 9- 
1 1 . The show featured more than 
600 exhibitors, with hundreds of 
products being shown publicly in 
Canada for the first time to an expected 60.000 attendees. 

TTk main new themes at the .show ineludcd: networking technology 
and network-friendly personal computing devices; increased performarKC 
and connectivity in mobile computing devices; the further expansion of 
the Windows OS into new applications at every level of computing from 
enterprise servers to handheld PCs; and a new wave of digital video prod- 
ucts heading up a general advance in graphics price/perfonnance. 

One common topic of idle chatter at the show was the subject of 
who didn't show up this year the traditional Big Three of personal 
computing. IBM. Apple and Compaq were all omdal no-.shows. 

Notebook Heaven 

The notebook market is shaping up to be very compet- 
itive in 1998. based on the offerings shown this year. 

, Toshiba's booth was busy, with crowds marveling at 
le notebook market leader's newest entry, the ultra 
liny (around two pounds) Libretto PC. as well as 
the latest Vectra and other notebook models. 

Canadian notebook maker Eurocom 
was showing Us new 266MHz Pentium II 
model, which the company claims is the fastest 
tK>.530 C0l notebook on the ntarket. 

Handheld computers were strongly in evidence, with the 
U.S. Robotics Palm Pilot Pro continuing to create excitement 
among all levels of users (at ComdexATanada numerous people 
were observed actually walking around using Palm PiloLs). 

Philips showed its innovative Vein Windows CE handheld, 
featuring a high speed chipset, voice dictation recorder 
and 19.2Kbps modem. LG Electronics also had a nicely 
featured CE unit with built-in modem, for S699. 

Software Retailing Award utnwboci 

Microsoft Canada Inc., in a Canadian-only initiative, launched the first 
annual Microsoft Canada Galileo Awards for leadership in the Art and 
Science of Software Retailing, at a black-tie function in downtown 
Toronto, during Comdex. The first awards will be given out during 
ComdexATanada '98. based on a variety of retailing criteria. Microsoft 
says the awards will be decided by a panel of judges, and the retailers 
don’t necessarily have to sell Microsoft product. Nominations will be 
made by customers, and Microsoft plans a significant marketing cam- 
paign to encourage nominations. 




"The retail industry is under strong pressure," commented Frank 
Clegg, Micrasofi Corp. vice-president, explaining the awards are 
intended to "get people to think about retailing and doing a belter job 
in Canada. We think it will be rewarding for everyone." 

To kick off the initiative, a life-time achievement award was given to 
Many Hart, president and CEO of Hartco Enterprises Inc. The computer 
division of his company, founded in 1976. now ha.s more than 150 loca- 
tions. under such names as MicroAge, Compucemre and Compusmari. 

C«lestka Teams With Keating 

At Comdex, Tomnio-ha-sed memory manufacturer Celestica announced an 
agreement with manufacturer's representative Keating Technologies Inc. 

Keating will provide sales, marketing and technical support ser- 
vices for Celestica 's memory products in Canada. While Celestica has 
been making an inientaiional push for its producl.s, this move is designed 
(0 help build the company's presence at home. Ray LeBlanc. Celeslica's 
vice-president, memory sales and marketing, said Keating is expected to 
help develop the market in Canada “to give some advantage in this 
volatile market-place.'' 

"What Ray's looking at is total market managemeni. They've got 
to have Canadian sales be strong. Keating has a strong Canadian pres- 
ence. and our channel relationships are already intact and ready logo." 
said Sharon Spring, vice-president of marketing for Keating. 

For Keating, this relationship with a 

Canadian company is unique, as traditional- 
ly Keating's clients are American companies ' I 
looking for help breaking into Canada. 

Acer Signs With Merisel |^' 

And Acer America Corp.. in Mississauga. 

Onl,. signed a fourth distributor — 

Merisel Canada Inc. Merisel will be 
distributing Texas Instruments 
Extensa and TravelMate nui 

book computers. AcerEmra and AtaSNatwork-RsMi'PC 
AcerPower commercial desktop PCs, and Acer Altos servers. 

Merisel joins Tech Data Canada. Clobelle and EMJ as 
Acer's Canadian distributors. 

According to Anthony Lin. Canadian general manager for 
Acer, the company's focus this year has .shifted strongly to the cor- 
porate/business market, away from retail-oriented product. 

The Big Picture 

There were a lot of luscious computer graphics and video eye candy fill- 
ing in the edges of the show. NEC. Mistubishi. and Fujitsu were all show- 
ing 4(>-inch class flat screen pla.sma monitors. Dave Walsh, head of NEC 
Caiuida. pointed to a NEC 20-inch LCD color panel, and noted that 
while a l4-irH:h flat .screen cost SLLOOO two years ago, it now costs 
less than S3.000. As demand and production increa.se. he said, the fac- 
tories producing today's exotic flat screens will be able to bring flat 
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At Ingram Micro, we offer the broadest selection in 




the industry • more than 550 manufacturers and over 
32,000 products. We have what your customers need. 


Don’t take our word for it 
give us a call and see for yourself 
why we’re Canada’s largest 

microcomputer 

distributor 


Ingram Micro also offers a staggering array of services 
and programs, including technical education, flexible 
financing options, same-day shipping, Saturday sales, 
trade-in programs, and oivline product awiilability and 
ordeiing through our wvw.ingrainmicr().ca website. 
And our leading publications and events will keep 
you informed about indusu y developmencs. 

For resellers with unique needs, Ingram Micro has 
formed smaller, specialized divisions to provide 
dedicated .sales and marketing support. Wlieiher 
your bu-siness is focused on the retail channel, 
technical products, Macintosh products, data 
storage, or more, we have dedicated resources to 
help you gel the most from us. 


1 800 668 3450 


P.Q. 1 800 361 0667 B.C. 1 800 663 0960 

www.ingrammicro.ca 


INGRAM 


MICRO 



COMDEX 






I K~ — • •'«-'f«'> monilor prices close lo the level of traditional 
* r cathode ray tube (CRT) monilor prices. According to 

F NEC siudie.s. about 25 per cent of monilor buyers 

would choose Hal screen monitors if the price was no 
more than SO per cent above the price of a CRT mon- 
ilor. This indicates a large potential market for flat 
_ screens a.s prices continue to decline. 

One of the most original monitors on view was 
the Princeton Graphics System Arcadia home mon- 
itor, a 29-inch (27-inch diagonal viewable) .so-called ‘convergence’ 
monilor. TIk Arcadia can handle both TV (composite NTSC) and 
computer (up to 6()Hz PC or Mac video ouipui) imagery. It’s intended 
to facilitate using the family TV for surfing the Inlemei or playing 
video games. The most surprising detail was the Arcadia’s price; 
USS999, or about $1,370. A .^1 -inch model is also available. MAG 
Innovision also displayed new monilors. including ils D35.30. with 
the innovative JAG wheel conirol. which makes select- 
ing monilor display opiions a breeze. 

Toronto' s Digital Proces,sing Systems showed its 
Spttrk direct DV editing product, a Mac or PC FireWire 
card that allows users lo bring video data by cable from 
a digital camcorder to their computer: modify, edit and 
add effects to video sequences, and then transfer the 
edited video back to (he camctmkr to be recorded onto 
digital video tape. There are two obviou.s advantages lo the FireVilre 
approach: one. using all-digital media to avoid the generational loss 
involved in convening video from digital to analog, and two. the abil- 
ity to use digital video tape as a practically infinite storage medium. 


New graphics software was rather scarce, but Adobe showed its 
recently released version of the Illustrator program to suh.sianiial 
crowds. For gamers, a new wireless 3D Joystick from Techmedia 
employs infrared and ultra.sonic sensing to allow users to. for example, 
aim and fire naturally. 

For mobile digital video 
creation. Hitachi showed its 
miniature MP-EGIA camera, 
which can create up to 20 min- 
utes of full motion video and 
audio, or 3,000 still images. The 
MP-EGIA can save motion 
video or still images in MPEG-I, JPEG, or JPEG with Audio formats. 
Digital cameras were everywhere at the show, from a dizzying array of 
vendors, including Agfa. Epson. Casio. Sony and Minolta. 
With prices ranging as low as S370. and with a new 
generation of high-resolution 'megapixel.' cameras 
hitting the market — the digital camera market 
seems destined lo continue lo take off. 

Some highly innovative new color printers 
were in evidence at the show, At less than $200. 
Lexmarit's model 1000 Color Jelprinier gives high- 
Sbtl Camera speed. 600 dpi black-and-white or full color text and 
graphics to Windows PC users. At that price, the 
Lexmark 1.000 would seem to conform to the con- 
sumer marketing model which sees personal ink-jets as 'seed units' for 
encouraging sales of ink cartridges and paper, which is where the prof- 
it opportunity lies for manufacturers and resellers. For the graphics 
professional. Epson debuted a new 
1.440 by 720 dpi oversized (17-inch 
by 22-inch) color ink-jet printer — 
the Epson Stylus Color 3000. The 
Stylus Color 3000 is more than twice 
as fast as Epson’s previous large for- 
mal ink-jei — the Color Stylus Pro 
XL. and comes with a true PostScript 
Level 2 PowerRiP from Birmy 
Graphics. It is both Mac and 
Windows compatible. For the networked office. Xerox showed its lat- 
est DocuPrini C55 color laser printers, a new line which radically low- 
ers the cost of high-speed color laser printing, in terms of hardware 
cost, materials, and service and maintenance. 

Imalion showed a Performance Accelerator for the LS-120 120MB 
floppy drive which gives performance comparable in speed to a hard 
drive, and HP demonstrated tape backup systems for enteiprise networks. 




Whither Comdex? 

The ab.sence of some of the majtM- PC vendors did lead to speculation that 
Comdex might be facing future troubles, due to an oversaiurated North 
American computer show calendar. While manufacturers and distributors 
are certainly more cautious in spending their limited marketing dollars, 
the scale of exhibitor and attendee interest in the show would seem lo 
argue against any immediate decline in Comdex. 

And spending a couple of days walking the floor at a Comdex show 
is the quickest and most efficient way for resellers and business end-users 
to gel a clear picture of the latest and best technology available. 
ComdexATanada '97 was an excellent preview of the hot trends and prod- 
ucts in the computer industry for the rest of 1997 and on into 1998. W 
Jeff E\’ans it Associate Editor eff Canadian Computer Wholesaler and 
can be reached at jeff@icpon.com. Editor Grace Cassetman can be 
reached at gracec@nelcom.ca. 
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USB ports 
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SEPTEMBER 
Ad Closed: Aug. 15 
Distrihiitior:Sept.3 
Feature: Workgroup Computiig 
Hardware Focus: Sound Technologies 
Software Focus: Application 

Development Tools 
I L3b:ComputBrstDrSUident5 


AUGUST 
Ad Closed: Jul. 18 
Distribution: Aug. B 
Feature: Retailing Trends 
Hardware Focus: ^etworki^9 
Software Focus; POS Solutions 
Lab: Large Monitors 


OCTOBER 
Ad Closed: Sept 19 
Distribution: Oct 8 
Feature; Security 

Hardware Focus: Monitors/Oisplavs 

5 

?. Software Focus; Voice Recognition 

Lab: Business Printers 
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The big story in compuiing 
since the early '80s has 
been the growth of the per- 
sonal computer us u net- 
worked business device in 
the client-server environ- 
nienl. This 

come about despite the 
often strong resistance of computer network 
managers who detested the complexity and 
unreliability of PC hardware, operating sys- 
tems and software — compared to the rela- 
tive simplicity and reliability of high-level 
operating systems such as UNIX and dumb 
terminals. 

fiven as iltc Windows/Intel-based PC 
has reached a state of apparently invincible 
superiority in the coitipuling industry, some 
major manufacturers are betting on a tion- 
Winicl alternative to become the computing 
mainstream in the next decade. At the recent 
launch of OracIcS in New York, the real focus 
was on the Network Cotnpuier (NC) as a 
solution for big business's computing needs. 
Oracle's CEO Larry Ellison showed, in 
hands-on dcmonsiraiiotis. the advantages of 
server/NC solutions in terms of simplicity 
and reliability. On .stage in front of a live 
audience, he assembled a network literally 
'uul-of-lhc-box.' caused a fatal 'crash' of a 
Windows PC (by dropping it off a platform 
amidst smoke and flames), and showed how 
all his data was still safe on the NC altcrna- 
live. He demonstrated the complete compaii- 
hility of Windows and Java applications, by 
running Windows in emulation on an NC. and 
transferring Microsoft Word files around eas- 
ily from PC to NC. 

Whenever Microsoft's Bill Cutes has 
been usked about the potential of Network 
Computers (NCs) versus the PC ui recent 
public events, he has made a face and a.skcd 
his questioner how many NCs are being sold 
compared to PCs. and why would users want 
to run additional platforms to Windows, any- 
way? Up front. Gales slags the NC/Java 
model of computing unmea-ifully. pouring 
.scorn on it as a deficient technology: 'not 
ready.' 'too slow.' 'Windows does it all. bet- 


ter. and more compatibly and flexibly.' 
However, if Gates is investing personal lime 
and energy to di.ssing (he budding competi- 
tion from Java, this can he interpreted as a 
good sign that he takes the threat .seriously. In 
fact, Microsoft is playing a double game 
regarding the NC/PC and JavaAVindows con- 
troversies. Microsoft makes some of the prin- 
cipal developers' tools for Java software cre- 
ation. and at the recent Comdex/Canada 'W 
show in Toronto, some senior Microsoft 
Canada people strongly disagreed with sug- 
gestions (hat Microsoft was uniniercsled in 
the Java market. 

A senior Corel executive claimed that a 
recent Microsoft purchase of a small Java 
business software development firm was part 
of a Micn>soft plan to have a Java business 
software suite ready if the NC market actual- 
ly begins to lake off. echoing a claim by Dale 
Burger of [nicmulionul Data Corp. (Canada) 
L.id. that Gu(cs is covering his bets in the NC 
market by quietly developing Java produci.s 
in-house. 

The NC Gets Real 

Early versions of NCs were on display, show- 
ing a variety of third-party hardware and soft- 
ware devices approved by Network 
Computer Inc. 

Schlumbergcr announced at New York 
that it would be (be first smart curd manufac- 
turer approved for the NC market. With an 
NC Curd, a user can simply insert his or her 
authorized card into the smart curd slot on an 
NC. and type in a personal identification 
number (PIN), in a way similar to using an 
automated teller machine. Tlie user cun then 
access his or her accounl on the network 
server, and retrieve, work with and save per- 
sonal files. 

The smart card approach provides a rea- 
sonably secure, simple method m offer peo- 
ple a "network passport." which will allow 
them to use any NC on the network as a full 
function personal workstation. .Schlumbergcr 
has al.so announced its imeniion to license (he 
Java Virtual Machine technology in its Soto 
smart card product, to encourage worldwide 
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reduces the tasks involved in modelling complex 
business apphcabons — improving produciivitv. 

And an Oreclsa Image Cartndge. along with 
third-party image retrieval cartridges from 
Virage and Kodak, lets users search for images 
based on characteristics of Ihei image. 

Mike Kennedy, a vice-president with the Meta 
Group, in Burlingame, Calif, commented that 
Oracle's approach to handling objects is "in 
synch with the market demand." 

For potential developers, the OracleS software 
includes object caching and object mapping. "It 
allows developers to develop and manipulate 
objeeiB." he said, adding that the object mapping 
leads to improved performance. 

Kennedy contrasted Oracle's strategy to that of 
Informix with the Universal Server model of han- 
dling object types, 'It hasn't taken off like wild- 
Tire." he said, of Universal Server "It's a solubon 
looking lor a problem." 

Kennedy called Oracle's efforts in regards to 
objects 'an appropriate strategy, at an appreprl- 
eie time," 

Oracle says it has trained more than 5,500 data- 
base administrators and developers in 27 cities 
across 18 countries. 

On the development front, Oracle says its 
Oeveloper/2000 — a rapid development tool to 
let developers write an application for both 
client/server and the Web, is certified Pure Java 
by JavaSoft. And Oesigner/2000 is Oracle's life- 
cycle modelling and generation tool. 

Oracle says it had 260 participants in its beta 
program, 1.500 in its early adopter program. 

A wide variety of vendors have declared support 
for OrscleB in their products, including: Digital 
Equipment Corp., Hewlstt-Packard. PeopleSoft, 

Sun, Baan and Compaq. For example. wHh the 
Compaq SmanStart integrabon tool. Compaq 
says it simplifieB the installation, configuration 
end optimization of OracleS on Compaq NT sys- 

In a statement, Ronnie Ward, vice-president end , 
general manager, enterprise solutions division, 

Compaq Computer Corp., said his company’s 
Customers are seeing greater demands on data- 
base servers. 'To meet these new demands. 

Compaq worked closely with Oracle to provide 
greater levels of power. Hexibilitv and manage- 
ability specifically designed to meet the require- 
ments of e standards-based dis- 

tributed enterprise architecture.' CoiiLta|driiitMiirvkii 
Oreclea was available on these 
platforms immediately: Windows 
NT. Solaris, HP-UX, IBM AIX. IBM S'- 
SP2. Sequent PTX and Alpha AXP. , TJ 

Otherswereexpeciadtoshipwith- 
ingOdaysoftheproduci'slaunch. |r ' 

List price starts at USS2,360 for an , 
eight-user database. Oracle? users 
with MetalsSuppport are eligible I 
for a free upgrade. ; 

Grace Casselman is Sdiior of Canadian 
Coiupufer Wholesaler. She can be reachad at 
gtacec§netcom.c3. 


smart card compatibility and easier applica- 
tion development for use with smart cards. 

Consumer Market 

Allhough the main immediate market for 
NCs is seen to be in business computing, 
there are some early attempts to lind a retail 
market as well. Thomson Consumer 
Electronics and RCA have announced a part- 
nership with NctChanncl. a personalized 
Internet content provider that aims to allow 
information and cniertainmeni ncccss to the 
Iniemei to home users via Oracle database 
and set-top NC technology. Home users air 
expected to employ a sei-top box to access 
custom info services via the Iniernei. 

The NC Universe 

Oracle and many of its partners have begun 
announcing the spectrum of hardwan: and 
software needed to make the NC option a 
reality, Ciirix has announced Version 1.7 of 
its WinFrame thin-clieni/scrver solution, 
aimed at enabling efTieieni management and 
delivery of applications from Windows NT 
servers to NCs. Oracle itself announced its 
first complete suite of software for NCs in (he 
spring, ihc NC Deskiop. This is a suite 
including a Java Virtual Machine, Video User 
Interface. NC version of Netscape Navigainr. 
and NC server software designed to run on 
inexpensive Intel-based servers. NC client 
devices are being manufactured by vendors 
such as Sun Microssstems, IBM and Funai 
Electric, offering a variety of features, but all. 
according to Oracle's Lany Ellison, arc capa- 
ble of running the full range of Java applica- 
tions and file formats, 

To facilitate the quick development of 
NC technology standards, Oracle and 
Netscape merged their Network Computer 
and Navio divisions, respectively. The new 
company, named NCI. has the capability of 
developing standard.s-based NC software and 
Imcmei appliance" hardware. HIJS 
Network Systems 
Inc. has launched 
its erWoikStaiiim. 
an ultra-thin client 
that can run either 
Java or Windows 
applications over a 
network using 

about one-ienih 
the bandwidth of a 
Windows PC, 
according to HDS. 
All this effort has generated sonte real 
sales. Tektronix, basing its claim on an IDC 
study, claimed that it sold nuire than 70.000 
X-tenninals. netsialions and network com- 
puters in 19%. which represented abixii 27 




per cent of the network computer market in 
that year. 


Masks Off, Clov«s Off 

What scents to be going on underneath all the 
posturing taking place at the daw n of the NC 
is ihai most sensible players in the industry 
have decided they’re quite willing to make 
money off either the Window s/Intel platform, 
or the NC/Jasa platform, Oates doesn't gain 
any immediaie benefit from actively promot- 
ing the NC or Java, w he doesn't promote it. 
His proprietary Window s family of operating 
systems and assix-iaicd applications software 
is cnonmiusly profiiabte. so he has nothing to 
gain by supporting a coalition of his rivals 
who arc explicitly pushing Java as a 
Microsoft-killer, i>r at least, a lamer. 

However. Gales has proven many times 
that if someone creates a worthwhile software 
product ealegory or market, he'll direct 
Microsoft to build or buy the products to gain 
a dominant position m that new market. 

Microsoft's competitors are in many 
cases developing both Java and Windows 
products. Oracle, for instance, has announced 
Java applications servers for Windows NT. 
IBM is merrily building bixh thin client net- 
work computers (which run Java Windows 
and mainframe terminal software), and low- 
cosi Network PCs. 

So: who will win? Well, if the result of 
the birth of the NC is cheap, networked com- 
puting made available to millions of now 
users, then everybcxly wins, including Bill 
Gates. Hie MicFosofi marketing machine has 
currently figured out how to extract money 
very erficienily from billions of PC users. It 
can probably even figure out how to do the 
same with volumes of NC users, if ever con- 
fronted with that problem. cn 

Jeff E\wis is Associate EJilor rtf Canadian 
Cominiler ft'holi-salei: He can he miclwil ui 
jejjfaicpon com. 
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EYE ON THE INDUSTRY 


Monitor Makors Target Niches 

hy Duvitl Tuiiakti 



There was a lime when selling a compuier 
munilur was a simple proptssiiion. You lold 
cusionicrs their choices; green phosphors or 
amher ones. Today, you aliiKisl have lo go to 
monitor college to understand the breadth of 
models dial vendors are shipping. 

New Generations 
Of Flat Panels Arrive 

While 14-inch caihtxJc ray tube monitors are 
nearly etiiinci. many vendors are offering flat 
panel LCDs of that .size, and larger. 

Samsung Electronics Canada Inc. intro- 
duced its 4(K)TFT and 500 TFT ( 1 4- and 1 5. 1 - 
inch screens, diagonally) models at the 


ONLINE 

TRA PIM ^ 


No Minimum Orders. 
Distributors of computer over- 
stocks, liquidations, 
closeouts, OEMs. 

UNBELIEVEABLY BELOW 
MARKET PRICINGiil 


• NETWORKING 
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• NOTEBOOKS • SCSI 

• SaNNERS • KEYBOARDS 

• MICE • SYSTEMS • CPU 

• ACCESSORIES 


HOT FAX ONLINE 
CATALOGUE ONLINE 
Co/I lo be odM Is out loxkl or f-nuiil kl. 

1 320 Mkhwy Blvil, (M 1 7., Minissougo, Ont. 13T 2M 

1 -888-254-Sa63 

NL ItOSi St5-Wtt HI; (t05l StS-OOt7 



Comdex/Canada show last month in Toronto. 
These have suggested retail prices of $4,499 
and $7„599 re.spcciively. 

Princeton Graphic Systems also intro- 
duced two models at the show, the LD50 and 
LD50A. holh with I.T.ti-inch viewable areas, 
l.ike the Samsung unii.s, these arc also pricey 
(S.TJ99 to $4,175 for the LD scries). 
Princeton spokesperson Debra Zimmerman 
says she doesn't see these becoming compet- 
itive with CRT-based monitors in the con- 
sumer market until the prices drop to about 
1 .5 times the cost of an equivalent-sized lube. 

However, specialized markets do exist 
today for these devices, according to Richard 
Gallegos, Sceptre Technologies Inc.'s 
Canadian distribution manager. Where heat, 
physical size or susceptibility to electromag- 
netic radiation are bigger factors than price 
— flat panel displays arc being snapped up. 
according to Gallegos. Sceptre introduced its 
fifth-generation FTl 5G at the show. It has an 
estimated street price of $3,500. It measures 
14.6-inch inches diagonally, weighs 12. ti 
ptiunds and is designed so that it can be 
popped out of the stand and hung on a wall. 

NEC T'echnologies Canada also recently 
introduced two LCD monitors under its 
Multisync LCD brand, including the Multi- 
syncLCDIIXX). The 20. 1 -inch active matrix 
display will support up to 1.280 by 1.024 res- 
olution. The company has also announced a 
14-inch LCD400 model. Both will he ship- 
ping in August with estimated street prices of 
$10,719 and $3,899, respectively. 

And .speaking of large flat monitors, one 
of the more impressive units was Mitsubishi's 
Leonardo, a 411-inch plasma panel, also intro- 
duced at the show. The $ 1 8.0(K) unit will dis- 
play VGA resolution, is four inches thick and 
weighs f)6 psiunds. It is expected to be avail- 
able in October. 

Bigger And Bigger 

The l^onardo was just one of several over- 
size: monitors at Mitsubishi's booth. Tucked 
in the comer was the MegaView 50. a rear 
projection unit that will be available later this 
year for about $22,000. 

Available now are slightly smaller CRT- 


20 CANADIAN COVPUTER WHOLESALER A„s„., .S97 


based units, like the 42-inch MegaView 42. 
which the company claim.s uses the world’s 
largest mass-produced CRT. 

One of the trends with these larger mon- 
itors is the inclusion of NTSC input Jacks, to 
allow them to be used in home theatres, with 
DVD-ROM players, and well as plugged into 
VGA port.s and serving duty as viewing 
screens for corporate presentations. 

Princeton's Arcadia home monitors, for 
example, will support compuier display reso- 
lutions of up to 800 by 600. but also include 
jacks lo which consumers can connect a VCR 
or DVD player. 

Another trend, driven by the same 
TV/monitor convergence, is the wide screen 
aspect ratio. Samsung Electronics Canada 
Inc.'s 2400W is a case in point. The wide- 
screen monitor has a 16:9 aspect ratio, unlike 
(he normal computer screen aspect ratio of 
4;3. Because of this, the resolution is a less 
familiar 1.360 by 768 (instead of 1.024 by 
768) and 1.072 by 600 (instead of 8(X) by 
600). A Samsung spokesperson said that 
beyond the wide-screen movie possibilities, 
the monitor allows a full two page.s to be dis- 
played. a boon for DTP. 

Crowding Up The Mainstream 

Expect vendors to start pushing 17-inch mon- 
itors big lime in the coming months. The evi- 
dence of that is the pmliferuiion of models of 
that size, along with price cuts. COi 

Contacts: 

Mag InnoVision (Canada) and Princeton 
Graphics: (905) 890-9465 

Mitsubishi Electric Sales Camida Inc.: 

(905)475-8989 
NEC Technologies Canada: (905) 795-3600 
Samsung Electronics Canada Inc.: 

(905)819-5093 
Sceptre Technologies Inc.: (818) 369-3698 
ViewSonic Corp. and Opiiquesi; 

(416)491-7088 

DovW Tanaka is a Vanconver-hased journalist 
sp<xiali2mg hi high lechnolagi. am! is News 
Editor of The Compuier Paper. He eaii he 
reached at davidia icp.ca. 
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Desktop Videoconferencing is Big 
In Real Estate and Business Services 


A recent report by Computer Intelligence 
(Cl) reported that desktop videoconferenc- 
ing. although ‘‘still in il.s infancy." is reaching 
into new market segments, such as (he 
Insurancc/Real Estate Agent and Business- 
to-Busincss Services market sectors. 

Those markets are traditionally not 
major users of centraibcd videoconferenc- 
ing. but iiccording to the market research 
llmi. are leading the early adopters of desk- 
top videocimferencing technology. Indeed, 
according to Cl. these sectors now account 
for approximately 60 per cent of all business 
locations using desktop videoconferencing 
and approximately 50 per cent of all desktop 
systems installed. 

The survey was conducted by Cl 
between October 1996 and March 1997 of 
19.000 business locations in the United 
Slates. 

But widespread adoption is limited by 
two factors, said Cl: the availability of low- 
cost. high-speed network bandwidth, and. 
an installed base of 4B6-and-above PCs 
capable of supporting a videoconferencing 
application. 


Cl's research indicates that only 56 per 
cent, or about 14 million, of the high-perfor- 
mance PCs in use at bu.sine.sscs are at loca- 
tions that can boast network facilities capable 
of 56Kbps or higher speeds. 




Reader Poll 


Last issue, we asked: 

Which most closely refiecis your v 
screen market? 


V of the desktop flal- 


There is a lot of interest in flat-screen displays, and we expect 
to see significant growth in demand for tho.so products. 
Flat-screen displays for the desktop will see .success in cer- 
tain markets, but for now won't attract mainstream buyers 
until the prices come down a little. 


Flat-screen displays arc Just a niche market, and ai 
expensive for the average customer. 


; far to 


MMX specifically. Are your customers clamoring for MMX sys- 
tems? Or, not? 

Our question to you: 

Which most closely reflects your view of computer purchasers, 
in relation to MMX? 

I I Many customers are very aware of the technology and 
— technical benefits of MMX and are demanding MMX- 
hased processors in their new systems. 

Some customers have a certain awareness of MMX and 
are intere-sied in MMX systems, because it's viewed us the 
hot new technology. 


□ 


This issue: 

PC vendors in the industry certainly have crowed about offering 
computers that include MMX-based processors to the market- 
place. And that technology is also part of newly shipping 
Pentium 11 systems. However, Canadian Computer Wlwlesaler 
wonders how widely the market may really know or care about 


Log into our Web site: 

littp://www.ccwmag.com 

E-mail: ccw@tcp.cii, 

or send your responses, and comments by fax. to: 

( 604 ) 608-2686 
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NIKANAPR 2000 


If YOU’VE BEEN ASKING WHY RESELLERS 
ARE CHANGING TO NIKANA PR SYSTEMS... WE CAN 
SUM IT UP IN ONE WORD. ..MORE! 


M,« .speed. With Nikana, you upgrade 
easily lo the latest Intel PentiumdSPro 
processor releases without dealing with 
major mainboard surgery. 

More flexibility. Nikana PR syslem.s 
boast ATX options making Nikana 
one of the leaders in cutting edge 
technology. 

M ore consistency. Nikana PR systems 
are noted for the consistency of the 
integrated components used, making 


service and support of the Intel 
Pentium®Pro processor series cost 
effective and predictable. No longer do 
you have lo deal with the “flavor of Ihe 
week" component products. 

Mo,e margin. No more dealing wiih 
price wars due to over dislribution in 
your region. Nikana PR systems are dis- 
tributed solely through White Knight 
Distributing and the trading area moni- 
toring program provides for controlled 
distribution of the product line. 


M ore quaility control. Each Nikana PR 
system is quality controlled AFTER the 
custom configuration process is com- 
pleted. A little piece of mind for you 
when you just have to get the product lo 
your customer in a hurry. 

There is one area that Nikana PR prod- 
ucts are noted to be less COST! 

Just call your local White Knight 
Distributing office or visit us at 
htlp;//www. whiie-knight.com. 


Distributed by 



Whin Knighr 


Western Canada; 

105-3760 Jacombs Rd.. 
Richmond. B.C, V6V1Y6 
Tel: (604) 279-9908 
Fax: (604) 279-9902 
Toll: 1-800-66B-618B 


Eastern Canada; 

245 W. Beaver Creek Rd., 
Unit 3, Richmond Hill, ont. 
Tel: (905)886-3862 
Fax: (905) 886-3090 
Toll: 1-800-852-5039 


Calgary Office: 

4710-14th street, N.E., 
Calgary, AB T2E 6L7 
Tel: (403)291-1688 
Fax: (403) 291-0889 
Toll: 1-800-660-3381 


Halifax Office: 

Unit 1,200 Wright Ave. 
Dartmouth N.S. B3B 1R6 
Tel: (902) 468-9898 
Fax: (902) 468-5980 
Toll: 1-800-735-0250 


DISTRIBUTING 


Inside and PenllumSPro . 







RETAILING TRENDS 


TT 


What's in Store for Stores 

hy Dui'UI Rosen 



Whal's in store for Canadian computer retail- 
ing? Many of the important lessons computer 
retailers learned last year centred around 
inventory: you either had too many of the 
wrong products or too few of the right ones. 
This year a different situation is emerging. In 
today ’.s inake-nr-break reality, the focus is on 
outlet sitte and market differentiation. 

Sales Are Crowing 

Overall, the news is good in the computer 
retailing business. According to Ian Hayes, 
senior market analyst for research giant A. C. 
Nielsen, total Canadian .salts of computer 
merchandise through resellers grew in 1996 
to $5.66 billion, up from $5.5 billion the year 
before. But their success didn't come easy, 
considering the competition from both tradi- 
tional and non-trudilional computer sales 
organizations. 

Canadian computer retailers continue to 
jostle for their share of customers. Computer 
mega-stores opening up across the country 
continue to muscle out smaller, independent 
dealers. As well, mm-iradiiional computer 
outlets, from bookshops to toy stores are 
making inroads into traditional enmpater 
retailing, especially for product lines such us 
books. CD-ROMs and consumer electronics. 

Formed from the merger of Coles and 
SmithBooks in 1995. Canadian bookstore 
giant. Chapters Inc. is becoming a player in 
the software and CD-ROM market. Although 
the company won't di.scuss actual .sales num- 
bers, Helena Aalto, the company's director of 
marketing says that software sales are now 
“in the lop 10 sales categories of our stores, 
often in the Top Five." 

Toy stores are al.so getting into the com- 
puter retailing market-place. Worldwide, (he 
Toys R U.s chain led the way for toy retailers, 
posting a triple digit increase in total retail 
revenue from computer-related merchandise, 
to US$65 million in 1996. 


Making A Market 

With non-traditional retailers moving in on 
Ihe markel, traditional computer retailers had 
to do something competitive. “We're seeing 
the successful retailers differentiate and carve 
oul a market for themselves — even in the 
large superstore organizations." explains Tim 
Billing, Ingram Micro Inc. (Canadaj's direc- 
tor of sales for its Consumer Markets 
Division. "One segmentation we're seeing is 
based on levels of buying expertise: some 
stores arc geared towards the first-lime buyer, 
while others target Ihemselve.s at second- and 
subsequent-round buyers." Billing says ihat 
everything from the way the stores advertise 
to the after-sales support policies fall oul of 
these fundamental marketing decisions. 

Chain stores, Billing maintains, get peo- 
ple into Ihe store by print adverti.sing, primar- 
ily through newspapers. While this works for 
major retailers with large advertising budgets. 
Billing says a different strategy is needed for 
small, independent dealers. "Location and 
repeat business are keys to a successful small 
retailer,” Billing maintains. "The only way to 
compete is to have a customer for life." 

Splashed Ads, Slashed Prices 

At one end of the computer retailing spec- 
trum is Vancouver-based Future Shop, with 
1996 revenues lopping $1.5 billion. Future 
Shop tends to rely on splashy retail advertis- 
ing to aitraci customers into its stores. Once 
there, low prices are used to transform 
prospects info customers. 

"Our roots really lie in the selection and 
low-price strategy,” explains Eric Ommundsen. 
a Future Shop spokesperson. But things are 
changing for Future Shop as well, "We're 
focusing more and more on service as the 
core value that people want, with a new in- 
store service division, traditional repair ser- 
vice as well as after sales training, support 
and service." Future Shop’s next venture is 
corporate sales where, Ommundsen says, 
large companies can purchase products 
through a direct sales force. 

Experience Shows In The City 

Ward Sullivan, Canadian regional sales man- 
ager for Tandy Corp.'s Computer City, 
explains the company’s .strategy is technolog- 
ical expertise rather than price. “We're defi- 
nitely positioned to go after the more experi- 
enced user and serve their need.s, as well as 


the first-time buyer." says Sullivan. 

“Corapuier City lends to be the place you 
go to gel the latest technology, rather than the 
cheapest machine on the market," Sullivan 
maintains. "We will gel down and battle at 
the $1,500 to $2,000 price point but. as we 
bring in lop-of-the-line MMX machine.s and 
Pentium 200s. we can't keep those in stock." 

According to Sullivan, the look and feel 
of each Computer City store has been 
designed specifically for its intended market. 
Product mix and knowledgeable staff are 
obviously key, but Sullivan claims extra sales 
staff in the labor-intensive upgrades and soft- 
ware departments are also important to Ihe 
chain’s success. Computer City also plans to 
improve the look and feel of each of its stores 
over the next 12 months. "We’ll have sepa- 
rate sections for small office, home office, 
Internet and even kids," Sullivan predicted. 

Keeping The Customer Happy 

Specialization and differentiation are two 
words that Myles Kesien knows well. President 
of Toronto’s CD-ROM Store, Kesien special- 
izes in, well - -CD-ROMs. The retail slore car- 
ries hundreds of titles divided into three prod- 
uct categories: home entertainment, home 
office and home edutainment. “We stress con- 
tent over newness here," Kesten explains. 

“We’re known as a specialty retailer, not 
only in the community in general, but to other 
computer stores as well." 

Kesien suggests a major trend in the 
business is software developer consolidation. 
As an example, he cites the recent purchase of 
software developers Davidson & Associates, 
Sierra On-Line and Knowledge Adventure by 
cue International. Another trend he sees is 
the changing gender mix of his customers. 
"Myst was the first major game that was 
attractive to both men and women," he says. 
Many developers are now discovering that 
girls as well as boys can be key buyers. 

To paraphrase an overused proverb: the 
only thing that stays the same in the world of 
computer retailing is change. And while 
change is important in the Canadian comput- 
er landscape, successful retailers find that dif- 
ferentiatiort, segmentation and, of course, 
luck, arc ju.st as important. CM 

David Rosen is a Contributing Editor at 
Canada Computes! He can he reached at 
DavidYrZ@aol.com. 
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Premiering 
in a city near you: 

Toronto 

August 9 & 10 

Metro Toronto Convention Centre 

Halifax 

August 26 

World Trade & Convention Centre 

Montreal 

August 28 

Queen Elizabeth Motel 

Edmonton 

September 9 

Convention Centre 

Vancouver 

September 1 1 

Trade & Convention Centre 
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The Stars are out; 



Toronto: 

•3Cobi Canoda, Adobe Systems, ACCPAC Internationol, 
American Pov/er Conversion, Brother Interrwtionol, Cheyenne Software, 
Cirque, Qaris Conodo, Compaq Canoda, Corel, Farollon Computing, 
Global Village (Conada), Hayes Microcomputer, HewlethPackord, 
IBM Canada, Intel of Canada, Iomega, Kingston Technology, 
Kodak Conado, Lexmark Conodo, LG Electronics Canada (GoldStor), 
lotus Development Conado, Matrox Electronic Systems, Maximizer Technologies, 
McAfee, Microsoft, Motorolo, Novell Conodo, Okidoto, Ponomox, Protec 
Microsystems, Quorterdeck, Seogofe Software, Symontec Canada, 
U-S.Robotics/Megohertz, Verbotim, Visio, Xircom. 

Tour: 

3Com Canada, Adobe Systems, Allied Telesyn, ACCPAC International, 
Americon Power Conversion, Brother Intemotionol, Cheyenne Software, 
Claris Conodo, Compaq Canada, Corel, Farollon Computing, 
\ Hewiett-Pockord, IBM Conodo, Intel of Conodo, lomego. 

\ Lexmork Conodo, LG Electronics Conodo (GoldStar), 

Lotus Development Conodo, McAfee, Microsoft, Motorola, 
\ Seagate Software, Novell Conodo, Okidoto, Ponomox, Quorterdeck, 
\ , Symontec Conodo, U.S. RoboHcs/Megohertz, Visio, Xircom. 


SOFTEACI 97 


Softeach97 


To register call: 1-800-813-3199 


The $49 pre-registration fee is fully refundable upon attendance in the form of a credit to your Merisel account. 
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NETWORKING 



The pervasive spread of Inlemel networking (Web browsers and the 
HTML standard) worldwide is turning tbe promise of ‘infarmution at 
your fingertips' into a reality. 

For most PC users, computer networking tecbnology is becoming 
a basic pan of daily life. For computer resellers at all levels, as part of 
any computer sale, an ability to accommodate customers' needs for a 
networking solution is an increasingly critical skill. From consumer 
retailers through VARs. and on up to large-scale solution 
providers/syslems integrators, networking has become a key challenge 
and opportunity in the information technology market of the late '90s. 

Fortunately, along with incrca.sing demand for networking .solu- 
tions, networking lechnitiogy has become cheaper, simpler to integrate 
and maintain, and much higher in capacity, flexibility, and interoper- 
ability (compatibility with other network systems) in recent years. 


orking 

Is Now Everywhere 

by Jeff Evans 

versal networking infrastructure, based on non-proprietary, universal 
standards. This single factor has made networking the PC an explod- 
ing opportunity for resellers. However, the virtue of the PC's oppor- 
tunistic ability to accommodate new needs and technologies has also 
generated problems, one of the most basic of which is cost. 

A raft of recent studies by consulting firm.s such as the Gartner 
Group have quantified the big fly in the PC ointment: maintaining a 
PC on a network is painfully expensive. According to the experts' best 
estimates, the price tag on the real cost of ownership of a networked 
PC is USSS.OOO to US$12,000 peryear. Only lOlo 15 percent of this 
cost is for hardware. The rest is for training, network infrastructure, 
software, maintenance, and lime wasted fiddling around trying to gel 
the system to work properly (or 'futzing,' as it is technically 
described). 

After s decade of client/server computing gradually bringing the 
Windows PC into the main.siream of business computing, network 
administrators are now facing the possibility of having to adopt entire- 
ly new technologies such as Netwoik Computers (NCs) and Java soft- 
ware. This creates new opporluniiies for resellers, but also risks: bel- 
ling on the wrong product can be costly for both end-users and ven- 
dors. 

idiot Proofing and Security 

The more widespread and es.seniial computing becomes, the more con- 
cern there is for maintaining network operations. Demand for products 
to a.ssisi with the reliability and security of networking increases pro- 
portionately. To maintain the performance of NT systems, for exam- 
ple. Executive Software bus done well selling its Diskeeper 2,0 for 
Windows NT 2,0. The markets for anti-virus .software, firewalls, soft- 
ware usage monitoring programs, encryption, and secure commerce 
servers are all experiencing major growth. 


PC Serendipity 

The PC was originally conceived as a stand-alone, unconnected per- 
sonal information tool, and for that reason, it was generally despised 
by networked computing professionals. 'Why would anyone want 
their own computer?’ was a common, disbelieving response of main- 
frame computing profescsionals looking at the first feeble PCs. The 
pros understood the power of networked computing, and couldn’t 
imagine why anyone would want to try to go it alone on a disconneei- 
ed, low powered, inferior system. 

From the enicrpri.se computing perspective, client/server comput- 
ing came about on the PC in spite of itself. Even though the PC is not 
inherently u good platform for networking technology, with enough 
lime, money and 'futzing.' it has been shaped into a tolerably effective 
part of real large .scale network computing. The advent of the Inlemel, 
especially the World Wide Web, has allowed the PC to lap into a uni- 



Scaling Up and Down 

At the high-end of enterprise computing, the capacity of network data- 
bases and servers to handle vast amounts of information, and high vol- 
umes of queries or transactions is increasing 
exponentially. Sun has announced servers that 
can manage many terabytes of data. At a 
Scalability Day. Microsoft showed off 
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partners such as Tandem. Compaq and Digital performing fetus such 
as managing multi-terabyte map databases, and processing more than 
one billion transactions per day. At the lower end of the scale, there is 
a strong trend towards supplying network solutions for mid- to small- 
sized businesses that are almost ‘out-of-lhe-box’ commodities. The 
promise is that the user can simply turn on the server, string network 
cable, and plug in PCs or NCs. Miniature networks for small offices 
and even homes are possible, using products such as D-Link’s 
‘Hubby.’ 

Compaq, IBM and other vendor.s have established divisions and 
developed products to server the SOHO networking market. 

Faster Speeds, New Applications 

In the past few years, there has been a constant demand for more net- 
work speed, to handle increased numbers of users employing tradi- 
tional business applications, and also to enable new. even more data- 
intensive applications. Most current Ethernet network interface cards 
(NlCs) are compatible with both 10Mbps and lOOMbps megabit net- 
works. Many PC card manufacturers making cards for modem.s. such 
as Ositech, U.S. Robotics and Xircom, make combo cards that include 
both a 33.6Kbps or S6Kbps telephone line modem, and a iO/IOOMbps 
Ethernet card, 

IBM. in addition to a full spectrum of Ethernet and Token Ring 
networking products, has recently offered a line of high-speed ATM 
(Asynchronous Transfer Mode) networking solutions to desktop PC 
and workstation users. ATM has a number of advantages over tradi- 
tional Ethernet and Token Ring technology (higher speed, and the abil- 
ity to 'guarantee' uninterrupted bandwidth to priority users), and, 
according to IBM, has come down in price to the point where it is 
comparable to Ethernet. 

Sales of videoconferencing cameras and systems, from vendors 
such as PictureTel. Corel. U.S. Robotics and Conneclix have consis- 
tently increased due to a combination of better video compression, 
faster modems, and higher bandwidth phone lines (such as ISDN) and 
networks. 

Digital Equipment Corp.. in particular, has gained expertise in 
video server technology, for video-on-demand applications. The next 
wave of high-speed networking involves ultra-fast Ethernet or ATM 
networks using fibre optic cables to support 1GB networks. 

Outsourcing 

With the growth of Internet-based networking for business, one 
approach to managing networks that many firms have investigated is 
to contact their network needs out to NSPs (Network Service 
Providers). 

The logic of this approach is based on the fact that establishing a 
full-function network administration in-house is a major investment, 
in personnel, technical infrastructure and training. With standard.s- 
based Internet technology, it’s possible for a firm to set the specifica- 
tions of what it needs in terms of networking, and then talk to u vari- 
ety of NSPs to get quotes. Once a contract with an NSP has been 
agreed to, it's up to the NSP to maintain the integrity and reliability of 
the system. Some major players have jumped into the outsourcing 
NSP market, including Netcom and iStar (which both started as per- 
sonal Internet Service Providers). iStar in particular has achieved a 
remarkable transformation, shedding much of its individual dial-up 
user business, and developing the commercial network business to the 
point where it is now 80 per cent of iSiar revenue. Markham. Ont.- 
based PSINet bills itself to the corporate world as “Your Internet 
Business Partner." offering a range of services such as "LAN On- 
Demand" (TCP/IP connectivity from an office to the Internet) and pri- 
vate IP networks with mediated Internet access, for the creation of cor- 



porate Intranets. IKON Corp., which originally started out offering 
office technology services such a.s copier and primer maintenance, has 
become a major international provider of busine.ss networking services 

Increasingly, it will be difficult for resellers to simply take orders 
for boxes on shelves. Thai kind of selling will be easily done direct 
from vendors, often over ihe Internet. For the channel to benefit from 
the opportunities presented by networking, resellers will have to be 
able to add value based on expertise in providing network solutions. 
That's the good news, and the bad. U* 

Jeff Evans is Associate Editor oj Canadian Computer Wholesaler. He 
can he reached at jefflcy.lcpon.com. 
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Broadens For Quality Big Displays 

by Jazz Bhooi, Tim Bingham-Wallis and Steve Halinda 


orking with on a 14-inch monitor 
has become a suffocating experi- 
ence in a low-resolution world- 
This is an opportune lime for your customers 
to invest in a new display. 

Indeed, a display is one component that 
is truly multi-platform and can last many 
generations of computers. Larger monitors 
have become the norm, and prices are steadi- 
ly falling, while quality continues to rise. 
Most dealers arc now packaging and market- 
ing !5-inch displays instead of the so-called 
"standard” 14-inch offerings. 

Cathode Ray Tube (CRT) technology 
may seem dated by PC standards, but moni- 
tors actually have been changing and improv- 
ing dramatically in recent years, New innova- 
tions in refined production materials and 
process have made monitors cost-effective, 
sharper, brighter, and more glare- and 
distortion-resistant. They emit fewer worri- 
some electromagnetic emissions than ever 
before as well. In addition, many monitors 
now come standard with once-luxurious 
amenities such as digital controls and energy- 
.saving power management. It is quite surpris- 
ing how much CRT that money can buy. 

Recent improvements have made moni- 
tor-buying decisions more complicated, with 
hundreds of di.splays from which to choose, 
varying greatly in features, performance, and 
price. 

Visually, Bigger Is Better 

The choice of size must fit the application, 
budget and footprint. Realistically, most 
aging 14-inch monitors .support resolutions of 
8()0 by 600 and even 1 .024 fay 768 pixel res- 
olutions, in addition to standard VGA's 640 
by 480. But increasing your resolution with- 
out increa.sing your screen area has its limita- 


tions. Garbage in, garbage out! Displaying 
more information into the same amount of 
space decreases the relative size of items on 
the display to the point that text may become 
unreadable. And legibility is definitely an 
issue for your customers. 

Unfortunately, a 15-inch monitor 
doesn't realistically permit any higher resolu- 
tion than a 14-inch display. As a result, the 
17-inch monitors are quickly becoming the 
norm for business PCs, nevermind graphics 
professionals. Regular business users who are 
writing propo.sals, crunching spreadsheets, 
and creating pre.sentPtions, are far better on a 
17-inch than a 15-inch display. When switch- 
ing among multiple windows, or viewing a 
full-page layout for a newsletter or other 
desktop-publishing jobs, working in 1,024 by 
768 is desirable- Most 17-inch screens also let 
the user sample the sights at 1,280 by 1.024 
resolution — more than quadruple the work- 
ing area of the 14-inch VGA. 

For these applications, the 17-inch mon- 
itor is a savvy choice. For those to whom 
budget is not an issue, or if they’re CAD/ 
CAM or graphic professionals — the 20-inch 
display is a wise choice. Bui it isn’t always 
popular, because of its expensive price tag, 
mammoth size, weight and footprint. 

Plug and Play 

Thanks to Microsoft Windows 95's Plug and 
Play, the Job of installing a new monitor or 
matching it to other system components has 
become easier. The Plug and Play standard 
synchronizes the PC with the display through 
a data channel (DDC) incorporated in the 
VGA connector. The monitor uses the DDC 
to communicate its current and maximum 
scan rates to the PC. This allows the graphic 
card in the PC to lock in the optimum settings 


and highest possible refresh rates without any 
reference to technical documentation. 
Another feature that is quite impressive is 
VESA’s Enhanced Video Connector (EVC), 
designed to replace the familiar 15-pin and 
rarer three-cable BNC connectors. EVC will 
not only support higher bandwidths than 
existing cables, but also will let your cus- 
tomers plug multimedia input devices such os 
cameras or microphones directly into a 
monitor. 

Health and Safety 

If potential electromagnetic emissions from a 
monitor are a concern for your customers 
(and many would argue they should be), rec- 
ommend a monitor that complies with the 
MPR-II or TCO standards. These Swedi.sh 
guidelines set limits on a monitor's extreme- 
ly low-frequency (ELF) and very low-fre- 
quency (VLF) emissions. 

MPR-n compliance adds little to a mon- 
itor's cost, since manufacturers only need to 
provide better shielding inside the monitor's 
case and add compensating magnets to cancel 
out the fields created by the powerful electro- 
magnets that direct the electron beams. The 
stricter TCO standard specifies an emissions 
level even lower than MPR-II, valid directly 
in front of the monitor — which costs more, 
due to the difficulty of shielding the moni- 
tor's face with a special coating. 

Our Tests 

We used DisplayMaie by Sonera 
Technologies ( 1 -8(X>-932-6323 or (908) 747- 
6886) to run a series of test and color patterns 
on each monitor. DisplayMate is an excellent 
diagnostic tool designed to aid users in easily 
determining if their monitors and video cards 
are performing as they should. 
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^ Number crunching,^ 
graphics generatirg, 
data processing, 
presentation creating, 
information storing 
^ performancei * 


check outiBM, AST, 
Digitai, HP, NEC, 
^ and Compact*, f 


for a deaier near you. 
(Check out our web site at: 
www.sceptretech.com)^ 


•if we sound confident, ^ 
it’s because the Soundx 4000, 
our previous model, just beat 
k their best in an independent 
NSTL testi 


\- 500 - 7 &&- 2 & 7 & 




Soundx 4500 


iritel. 


Power Contiguralion: 

166 MHz Pentium Processor 
with MMX Technology 
32 MB RAM 
2GB HDD 
$3,895 MSRP U.S. 


Pentium 



LAB TEST 


Apple AppleVi«ion 1710AV 


Support For ftesellers: 

Murkeiiiig funds. 

Reseller referrals. 

POP displays. 

National advertising. 

One-year warranty includes parts and labor. 

Toll-free tech support. 

Dedicated technical BBS. 

Dealer-specific space on the Web site. 

Demo Unit Availability: 

There is a standard 15 per cent olT demo discount, with a maximum 
of one unit per product family. 

Azura 17M+ 


Support For Resellers: 

Three-year warranty includes parts and labor. 

Toll-free lech support. 

Volume Discounls:Yes. 

Editors' Notes: 

Azura offers a low-cost 17-inch monitor with a 0.28-mm dot pilch 
and a 15.6-inch viewable screen. The maximum resolution on this 
unit is 1 .280 by 1 .024 at 6()Hz. which automatically places that par- 



Edilors' Notes: 

The 17I0AV from Apple is sure to 
please any Mac user. It offers a view- 
able screen size of 16.1 inches, a dot 
pitch of 0.26-mm and a maximum res- 
olution of 1.280 by 1.024 at 75Hz. The 
monitor features built-in speakers and a 
microphone for out-of-the-box multime- 
dia. and is MPR-II compliant. It uses a Sony 
Trinitron tube to deliver sharp images with great 
clarity. When not in use. the monitor’s power saving mode puts it 
into a zero-watt sleep state, saving considerable amounts of energy. 
The I7I0AV has an estimated street price of $1,299. 



Art Media TN1885T 


Support For Resellers: 

Reseller referrals. 

Tbrec-year warranty includes parts and labor. 

Toll-free tech support. 

Editors' Notes: 

ArtMediii's new TNISHST is aimed at profe.ssionals in the 
CAD/CAM/CAE industry, as well as at high-end graphic designers 
and users of advanced business applications. The tube in this model 


is of the Trinitron variety, offering a dot pitch of 0.25-mm. 
Horizontal scan rates range from 30 to 85kHz. while its vertical 
refresh rates go as high as l50Hz. At its extreme resolution, the 
TNI885T is capable of 1.600 by 1,200 at 60Hz, although the opti- 
mum operating resolution for this monitor is 1280 by 1024 at a 
flicker-free 75Hz. The on-screen display (OSD) offers a wide vari- 
ety of user-configurable settings, and is easy to operate. The sug- 
gested retail price on this model is $1,368 and comes standard with 
a three-year limited wananty. 


Acer AcerView78ie 


Support For Resellers: 

Co-op advertising. 

Three-year limited warranty includes three-year parts and one-year 

Volume Discouols: Yc.s. 

Editors' Notes: 

Acer’s latest 17-inch model is Ihe 78ie. This monitor offers a rea- 
sonable compromise between quality and perfnntiance. With a 15.6- 
inch viewable screen and a 0.26-rnm dot pilch, the monitor is capa- 


ble of delivering up to 1 ,280 by 1 .024 
at a solid 75Hz refresh rate for great- 
looking images. It features four- 
color temperature presets, many 
configurable options through the 
easy-to-use OSD. and vertical 
refresh rales as high as 120Hz. The 
78ie weighs 18 kg. Test and color pat- 
terns were sharp, with good quality and 
no problems encountered. 





Support For Resellers: 

Rc.seller referrals. 

Three-year warranty includes parl.s and labor. 
Toll-free lech support. 


Demo Unit Availability: Yes. 


Editors' Notes: 

With a dot pitch of 0,26-mm and a viewable screen size of 15.7 
inches. Samsung designed Ihe 700p to deliver a slew of features 


combined with performance. The monitor features an exceptionally 
clear screen capable of producing some of the best images we've 
seen in this roundup. Vertical refresh rates are available up to a 
VESA recommended 85Hz in 1.024 by 768 for comfortable view- 
ing with plenty of screen real estate. The 700p Is capable of even 
higher resolutions up to 1 .280 by 1 ,024 at a refresh rate of 75Hz, 
although we noticed some focus loss near the comers in this mode. 
All in all. the 7(X)p offers a good balance of features, performance, 
at a price that won’t set your customers too far back. 
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Discover how to Increase 
Your Profits! Guaranteed! 


K ARES You save money and increase your profit from the KDS (KARES) 
Advanced Replacement Express Service. You benefit from the only pro- 
grain of this nature in Canada. You don't have to worry about an unknown 
third party’s prolonged turnaround time. If you average 3 RMAs a week, you'll 
probably save over $20,000 annually. 


Warehouse You get faster delivery because 
there are always over 20,000 monitors avail- 
able - wailing to be shipped to you! 
Improvements Before we ship to you. the 
quality of the monitors is sample tested and 
the results emailed back to the manufacturing 
facility. Your monitor is continually undergo- 
ing processes of never ending improvements, 
ISO Quality You get a better, more uniform 
product becau-se the KDS factory is UK)9{' 
automated. Components and proces.ses fol- 
low stringent ISO guidelines so you end up 
with a better made, more reliable product. 

SfflINDOWS 

(Oct.1996) “KDS’s new 
VSX-7 monitor is a 
feast for the eyes with 
its clear, crisp picture 
and clean, modern 
design." 


Field Inspections Quarterly. KDS engineers 
visit each country’s office to ensure that your 
monitor performs as well in the field as it did 
at the factory. They check local repair and 
testing pitxiesses to ensure that the product 
you get meets factory quality standards.. 
Global Player Purcha.se your monitor confi- 
dently knowing you have reliable cutting 
edge components because KDS manufactures 
over 15% of the WORLD production of fly- 
backs and yokes, even supplying other world 
recognized monitor manufacturers. 

January 1997 
Out of 24 
monitors tested Byte said the 
KDS 17’ VS-7 was one of the 
lower cost monitors deserving 
meniion a.s good choices for 
home sysiem.s. 


MacUser 


(Dec. 1996) 

Awarded 4 

mice . Out of a field of 

47 17" monitors, only 

.scored a higher mouse 

rating. 


mu 






r MultiSystems, Inc.'* 


For more information, contact KDS / Orchestra 
Tel: (9t)5) 829-9077 Fax: (90S) 829-1856 Website: http://wwM.kd.scanada.ca 


KDSA'isuai 
Ingrain Micro 
Dnlwa 
GBMIem 
Globelle 


(8001688-345(1 
(88SI .383-24>J2 
(800)361-2.568 
(8001465-1616 


Orchestra DLstributurs 
Ingram Micro (800) 688-.345I) 

Eprom (800)263-7766 

Xeel-4 1514)737-74.33 

PC Disiribuiion (5 19| 746-0546 

STD Synems Inc. (8(X)| 463-6783 


KYR 







AT OKIDATA 
WE’RE MAKING 
MORE THAN 
GREAT PRINTERS. 

WE’RE MAKING 
A COMMITMENT. 

Our commitment to your success 

For 24 years, Okidata has built a reputatior) for reliability with a line of 
dependable printers and new products designed to meet your needs. 

RELIABLE PRODUCTS have earned us the Channel Champion Award for 
three consecutive years and a 1997 Reseller's Choice Award. 

RELIABLE SERVICE AND SUPPORT is available through our dedicated VA R 
Web site (www.okidata.com/vartt) and network-certified tech support. 
RELIABLE CUSTOMER HELP LINE is now available 24 hours, 7 days a 
week, which allows you to focus on selling. 


«1»97 OKIDATA. a dMSOti ot Ou AnwJca. Inc. OKIDATA, MICROLINE Rag. T.U., M.O., ON EMoric kiduairy Co., UO. OKIMOE TAI.. CN EMnc 
M.O.. ON Aniinca. Inc. • R a u n cl io na applr. Cal vsui local dizinbulor lor warranty daUAa. "Comparacl M lep two laai*ng a » m »a M or t . 


: Industry Co. Lid. Tank Tough Rag. 



THE HEW 
OKIPAGE' 
16n PAGE 
PRINTER 


Ideal work 
group printer 
16 ppm, true 
600 dpi resolution 
Tank Tough* reliability 
backed by a standard 
one year on-site limited 
warranty* 



THE HEW 

ML390 

TURBO 

24-PIN 

PRINTER 


• 67% higher 
Tank Tough 
reliability** 

• 100% longer 
printhead life' 

• Exceptional paper 
handling for forms 
twice as thick** 



THE HEW 
ML320 
TURBO/D 
9-PIN 
PRINTER 

• For DEC ANSI 
applications 

• Okidata Tank Tough 
reliability 

• 95% faster** 

• Exceptional paper handling 
for forms 



BECOME AN AUTHORIZED 
OKIDATA TANK TOUGH VAR. 

As an authorized Okidata VAR, you’li 
have a number of opportunities to 
enhance your margins through the 
Government and Education Program, 
demo units, Learn-to-Earn Pius, OKi- 
PLU$ programs and more. We also 
offer you exclusive distribution, 
training and technical support, all 
designed to help you reach your 


business goals. 

TO LEARN MORE ABOUT OKIDATA’S 
TANK TOUGH VAR PROGRAM, 
CONTACT YOUR OKIDATA SALES 
MANAGER OR CALL 1-888-232- 
8530 OR VISIT OUR WEB SITE AT 
www.okidata.com/vartt 



Awanhvinning OKIDATA printeis are prowSy distiibuted by; 


Ingram Micro; 800-668-3450, Merisel: 800637-4735. 
TechData; 800-668-5588. 


OKIDATA 



LAB TEST 


Daytek DT-1731D 


Support For Resellers: 

Marketing funds. 

Reseller referrals. 

POP displays. 

National advertising. 

Three-year warranty includes parts and labor. 

Toll-free lech support. 

Volume Discounts: Available. 

Demo Unit Availability: Yes. 

Editors' Notes: 

The DT-173ID from Daytek is a great example of a low-cost mon- 
itor without a huge irade-off on quality. This monitor offers a 1 6.3- 
inch viewable screen size — the largest in its class among this 

Eizo FXC6 


Reseller Authorizalion: Required. 

Support For Resellers: 

Reseller referrals. 

Demo program for resellers on CD-ROM. 

TTiree-year warranty includes parts and labor. 

Volume Discounts: Yes. 

Demo Unit Availebility: One demo unit per model per location. 
Editors' Notes: 

The new FX-C6 is capable of re.solulions as high as l.fiOOby 1.200 
at 68Hz- Vertical refresh rates on this monitor go all the way up to 
l60Hz for the ultimate flicker-free display. Tlie FX-C6 has a 15.6- 

Goldstar Studioworks 78D 


Support For Resellers: 

Marketing funds. 

Reseller referrals- 

Three-year warranty includes parts and labor. 

Toll-free tech support. 

Volume Discounts; Arranged through distributors. 

Demo Unit Availability: Yes. via distributors or Goldstar. 

Editors' Afofes; 

This 16-inch viewable screen offers a fine dot pitch of0.25-mm and 
refresh rates up to 120Hz. The maximum attainable resolution on 
this monitor is 1 ,600 by 1 .280 at 66Hz. but we noticed focus detcri- 

Reseller Authoruatioo: Required. 

Support For Resellers: 

Marketing funds. 

Reseller referrals. 

POP di.splays. 

Three-year warranty includes parts and labor and picture tube. 
Toll-free lech support. 

Volume Discounts: Yes. 

Demo Unit Availability: One demo unit per model per location. 
Editors' Notes: 

Although the dot pitch on this model is 0.28-mm with a viewable 
screen size of 15.6-inches, it managed to produce some of the best 



month's contenders. It features a 0.28- 
mm dot pilch, with a maximum ver- 
tical refresh rate of 90Hz. At 1.280 
by 1,024. the maximum attainable 
refre.sh rate is just 60Hz. so we rec- 
ommend keeping this monitor in 
1.024 by 768 for a flicker-free dis- 
play. Weighing in at 17 kg and with a 
power consumption of lOOW, this moni- 
tor is a great option for anyone looking to 
get good performance at a low price. Daytek 
expects to have a brand new model which should be available by the 
lime you read this. The new model will employ a Mitsubishi 
DiamondTron lube. 



inch viewable screen with a dot pitch 
of 0.26-mm for sharp text and graph- 
ics. It comes with preset color tem- 
perature settings ranging from 
4,(KX)K to lO.OlXJK. The on-screen 
display is available in a total of six 
dilTerenl languages for the ultimate in 
flexibility. Color reproduction and 
image quality were both exceptional. 

TItere were no noticeable focus problems at all 
when we switched it into a resolution of 1 .280 by 1 .024. Even 1 .600 
by 1,200 proved to be easily readable with small text. If perfor- 
mance is your first priority. Eizo monitors are unmatched. 



orates considerably at that resolution. At 
1.280 by 1,024, images and small text 
were still acceptable, with a slight 
amount of blurring at the corners. The 
monitor has two color presets at 9300 
and 7200 Kelvin, has an ea-sy-io-use 
OSD which is very thorough, and fea- 
tures 40 memory settings. Of those set- 
tings, 16 are preset at the factory, leaving 
the user a total of 24 remaining — still far more 
than most users would need. Test pattern.s were good overall, 
although the two damper wires were noticeable at all times. 



images and lest patterns we've seen. At 
1 ,280 by 1 ,024, focus was exceptional- 
ly good, although only at 60Hz. The 
maximum vertical refresh rale on this 
monitor is 150Hz. 

If you try to exceed either a refresh rale 
of resolution, the OSD will immediately 
give you a message saying "Out of 
Range." Preset color temperatures are for 
9300 and 6500 degrees Kelvin, plus one additional 
selling for a user-defined combination. Compliance is met with both 
MPR-II and iheTCO '92 standards. This monitor is definitely worth 
a second look. 
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what’s needed here? An eye tuck? 
Oil of Olay? A monitor with 1600 lines 
of resolution, 0.25 mm aperture 
grille, non-glare screen coating and 
vertical refresh up to 120 Hg? 



Everything you’d expect in a superior monitor. For a demonstration telephone I 
your authorised Goldstar distributor GC^ClStflr' LG Electronics 


■ ] 


j Viewable screen sue 
: Odi pitch 
Screen coeting 
Horizontal Ireq range IKNt) 
Vertical freq. range IKHtI 
Max. resolution, at frequency 
Max. power consutnpoon IW) 
Weight (kg.) 

On-Screen Otsplay 
Contact 
Internet 
Warranty 

Suggested Retail Price 
Street Price (or esptnatad) 
Reseller Pnce 


Viewable screen site 
Dot pitch 
Screen coating 
Horitomal Ireq. range IKKtl 
Verf cal freq. range (KHtI 
Max. resolution, at frequency 
Max. power consumption (W) 
Weight Ikg-I 
On-Screan Display 
Contact 
Internet 
Warranty 


Sveet Price lor eoimaleil) 
Reseller Price 
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Acer 

Apple 

AppleVision 

ArtMedia 

Azura 

Daytek 

Eizo 

AcerView 78ie 

1710AV 

TN1885T 

17M+ 

DT-1731D 

fX-C6 

1S6 

16.1 

16 

15.6 

164 

15.6 

OiS 

0.26 

0.S 

0.20 

020 

0.26 

AGAS 

AGAS 

ASAR 

AG, AS 

AGAS 

AGAS 

30-K 

30-62 

30-86 

30-65 

3046 

27-86 

50-120 

5012D 

48-150 

50-90 

48-90 

60-160 

1,280x1,024, 75Ht 

1.280x1.024. 75Ht 

1.600xim60Ht 

1,280x1,024. eoHt 

1280x1424, Blllfz 

1400x1.200, 68Hz 

120 

160 

140 

120 

100 

IDO 

IB 


20 

10 

17 

185 

Vas 

Yes 

Yas 

Yas 

Yes 

Yas 

I905H70-B336 

1 ■800-263-3394 

(9051426-2011 

1905)940-3800 

i-no-oTo-sssi 

1-800-800-S202 

www.acer.com 

www.apple.com 

www.8rtmedia.com 

www.atura.coin 

www.daytelLcom 

www.eizo.com 

1 year 

lyear 

3 years 

3 years 

3 years 

3 years 

S8S0 


S1,2» 


$649 


S800 

$1,299 


$850 

$610 

$999 

S700 



$599 

$545 


Mitsubishi 

Diamond 

Monex 

NEC iS' 

Nokia 

Optiquest 

Panasonic 

ProBTTXM 

SM7e5F 

P750 ^ ^ 

447Xavc 

V773 

PanaMedia PM17 

16 

16 

15.6 

15.7 

154 

16 

Q.2S 

0.28 

OiS 

OiS 

026 

027 

AGAS 

AGASAR 

AS 

AGAS 

AGAS 

AGASAR 

30-86 

30-69 

31-94 

31-92 

3049 

3049 

50-130 

50-120 

55-160 

50-150 

50-160 

511-160 

lAOIIx1.200.66Ht 

1.280x1424. 60Ht 

1 , 600 x 1 , 200 , m 

1400x1,200, 72Hz 

1280x1424.60Hz 

1,280x1424, eOHz 

120 

95 


150 

110 

130 

22 

16.8 

20 

22 

17 

10.5 

res 

Yes 

Yes 

Yes 

Yes 

Yas 

1-8004504467 

(9051709-3680 

1-000-366-0476 

1-800-2964542 

(416)491-7008 

1905)624-5010 

www.mitsubisht.com 

www.monextech.coin 

www.nec.com 

www.nokia.com 

www.viewsonic.com 

www.panasonic.c8 

Syears 

3 years 

3 years 

3 years 

3 years 

3 years 

$1,148 

$870 

$1J79 

$2,100 

$800 

$899 


I Notes: AG — anti-glare, AS — anti-static, AR — anti-reflective 
All prices shown are In Canadian dollars, unless oiherwse mdiceled. 
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16 

15.7 

15.7 

16 

15.8 

15.7 

16.1 

0.25 

0.28 

0.28 

0.25 

0.26 

0.^ 

0.26 

AGAS 

AGAS 

AGAS 

AGAR, AS 

AG.AS 

AG,AS 

AS,AR 

30-85 

30-70 

30-69 

27-92 

30-95 

30-69 

30-86 

50-120 

50-150 

50-120 

50-180 

50-120 

50-90 

50-160 

1,600x1,280, 66Hz 

U80x1,024,60H2 

1,280x1,024, 60H2 

1,600x1,200, 72Hz 

1,600x1,200, 75Hz 

1,280x1,024, 60Hz 

1,600x1,200, 69Hz 

120 

90 


130 

110 

120 

120 

20,5 

15.8 

17.7 

23 

18,7 

17.5 

17.5 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

1905)670-0650 

1-800-5S8-0060 

1-800-465-7999 

1215)957-6543 

1-888-KDS-9001 

(905)948-0000 

1905) 281-8992 

www.goldstar.coni 

vsww.hei.co.kr 

www.pc.ibm.com 

www.iiyatna.cotn 

www.kdscanada.ca 

www.edge.net.au 

wwwjraginnovlsion.cotn 

3 years 

3 years 

3 years 

3 years 

Byeers 

3 years 

3 years 


$799 


$1,310 



$1,199 

S995 

$699 

$1,072 

$1,150 

$895 

$599 





$969 


&I9 

$965 

Philips 

Samsung 

Sceotre 

L 

' Sony 

TTX 

ViewSonic 


Brilliance 107 

700p 

P75A 

’ 17SE2 

7785S 

G771 


15.9 

15.7 

15.6 

15,9 

15.75 

16 


0.26 

0.26 

0.26 

0.S 

0.26 

0.27 


AG,AS,AR 

AS,Afl 

AG 

AG,AS 

AGARAS 

AG,AS 


20-86 

30-85 

30-87 

30-65 

30-85 

30-70 


50-160 

50-160 

50-120 

48-150 

50-120 

50-180 


1,800x1,280, 60H2 

1,280x1,024, 75Hz 

1,600x1,200, 70Hz 

1,600x1,200, 66Hz 

1,600x1,200, 60Hz 

1,230x1,024,60Hz 


115 

130 

125 

140 

130 

95 


21 

19 

16.8 

20 

17,5 

16,7 


No 

Yes 

Yes 

Yes 

Yes 

Yes 


1416)292-5161 

(905)542-3535 

1-BD0-788-287B 

(416)499-1414 

19051238-6610 

1416)491-7088 


www.philips.com 

www.sainsung.catn 

www.5ceptretech.cotn www.sany.cotn 

www.ttxntonitor.cotn 

www.viewsonic.com 


3 years 

3 years 

3 years 

3 years 

3 years 

3 years 


$1,699 

$1,299 



$899 

$939 


$1,199 

$1,099 

$699 

$1,350 

$850 

$850 
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LAB TEST 


KTXTopScan 

Support For Resellers: 

Three-year warranty includes parts and labor. 

National advertising. 

Web site includes technical information and drivers. 

Editors' Notes: 

If you’ve got a budget-conscious shopper, KTX has just the thing 
for you. With a viewable screen size of 15.7 inches and a 0.28-mm 
dot pitch, this monitor produced good quality images up to 1 ,024 by 
768, with a slight focus loss around the edges and comers. Anything 

KPS VS-9 


Support for Resellers: 

Co-op advertising. 

Toll-free tie in to resellers. 

POP displays. 

Three-year warranty includes parts and labor. 

Toll-free lech support. 

Volume Discounts: Yes. arranged through the distributors- 
Demo Unit AvailabilitY: 

KDS does not offer a national demo program but supports the dis- 
tributors when they request demos for volume opportunities. 
Edilors' Notes: 

The KDS VS-9 packs a lot of punch for a great price. To start off, it 

MAG Innovision 


Support For Resellers: 

Moikeling funds. 

Reseller referrals. 

Three-year waminty includes parts and labor. 

TbII-free tech support. 

Volume Discounts: Yes. 

Demo Unit Availability: 

Yes, select models. 

Editors' Notes: 

The new Mag DJ7I7 features a larger viewable screen of 16.1 

Monex $M785F 


Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

POP displays. 

Three- year warranty includes parts and labor. 

Volume Discounls.yts. 

Demo Unit Availability: '^es. with some restrictions. 

Editors' Notes: 

This model features a lb-inch viewable screen with a dot pitch of 
0.28-mm. The maximum resolution is 1,280 by 1,024 at 60Hz, 

Editors' Notes: 

Using Sony's very own Trinitron tube technology, the 17SE2 has a 
15.9-inch viewable display with a dot pitch of 0.25-mm. 
Resolutions a.s high as 1.600 by 1.200 ore available at 66Hz, with 
additional support for all common VESA modes for a true flicker- 
free display. There’s no mistaking a Sony monitor. Just by working 


above this resolution is not recom- 
mended. The monitor features a 
handy self-test feature which runs 
through all of the options on the on- 
.screcn display, and runs a self-test on 
each of them. Vertical refresh rates 
are available as high as 90Hz, with a 
horizontal scanning frequency of up 
69kHz. 




has a viewable screen size of 15.8 inch- 
es, with a dot pilch of 0.26-mm. 

Refresh rates up to 1 20H2 are .support- 
ed. with the maximum resolution 
being an incredible 1.600 by 1.200 at 
75Hz. The OSD is excellent with very 
easy to read fonts and icons, making it 
very easy to use. Color temperatures are 
preset at 6.500 and 9, .WO Kelvin, as well as 
at room for an additional user-defined setting. 

The VS-9 produced some very good quality images with sharp text. 
Focus was exceptional at 1.280 by 1.024. For a mix of great fea- 
tures. good performance and a great price, look no further. 


inches with a dot pilch of 0.26-mm capable of resolutions as high as 
1.600 by 1,200 at 69Hz. On the front of the monitor is an interest- 
ing twist rarely encountered. The OSD options are controlled via a 
wheel which offers access to all the various features in a smooth and 
easy to control manner. Test patterns showed that the monitor is 
well-designed, with only a slight amount of focus loss at the very 
high resolutions. MAO recommends this monitor for high-end cor- 
porate use, business graphics or commercial imaging. The DJ717 is 
a good choice regardless of its intended use because it offers pro- 
fessional display capabilities at a price that's not restricted to cor- 
porate use only. 



meaning use that selling only for short 
periods of lime when required. With a 
vertical frequency range of up to 
120Hz. all lower resolutions will 


provide flicker-free displays. When 
compared to typical 17-inch moni- 
tors, the Monex SM785F occupies 
considerably less desktop space, while 
still providing a viewable .screen of 16 
inches. The unit consumes only 95W of power, 
and weighs 16.8 kg. 


with one for a few short minutes you quickly begin to appreciate its 
many features. The on-screen display gives your cu.stomer complete 
control over everything imaginable from moire reduedon to conver- 
gence adjustments. Designed for high-end graphics such as 
CAD/CAM. the 17SE2 Lsn’t available at bargain prices, but is defi- 
nitely a worthwhile investment. 
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QDI's Hurricane swept through motherboard industry 
Thousands of professional System Integrators 
have turned to us !! 



Switching 


Intel 440FX 


SpeedEasy^'*’ 


SLOT 1 


PCI Concurrent 


Multi-l/0 Panel 

PS/ 2 n^BB, PM kei*O(ii0 




The new Commander III 
Pentium® II based Motherboard 


QDi is one of the largest PC motherboard 
manufacturers in the world with 

• Local markeDng arS tsctnlcal support 

• Full tsnge ol products from Peniium* to Pentium* II 

• State-ol-art quality product 



HEADQUARTERSiQDI COMPUTER ICAHADA), INC. TSSHIetts CGurl. UiiH4. MaADarn. OMarlD. LSRRTt TsI. |.905-9403ffi7 Pax: 1-9aS-$4CI97(l9 
OOl COMPUTER (VANCOUVER), INC. Unit 4. T3S20 Cr«si«ood Placa. Rlclmioiiil, S.C. Canada VSV2e2 Td: 1-SD4-278E789 Fk I■6[I4-27B3919 
.ODICOMPinER(HaHTSEAL|.niC. 2B49 Halpani Street, St. Laurenl, QiieOeE. H4S1Pa. Canada Tel:1-514-33S6Slt Fa t-S14-33SS822 




LAB TEST 


MyamaMMOITE 


Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

Three-year warranty includes parts and labor. 

Toll-l'ree tech support. 

Volume Discounts: There is free shipping on five or more units, and 
a price break after 25 units. 

Demo Unit Availability: There is reduced pricing for demo units. 
Editors' Notes: 

The MT-90I7E features a 16-inch viewable display with a fine dot 

NEC P750 


Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

POP displays. 

Three- year warranty includes parts and labor. 

Dedicated technical BBS. 

Toll-free fax-back information service. 

Volume Discounts: Negotiated with distributors. 

Demo Unit Availability: Yes. 

Editors' Notes: 

With a 1 5.6-inch viewable screen and a 0.25-mm dot pitch, images 

Nokia 447Xavc 


Support For Resellers: 

Marketing funds. 

Reseller referrals. 

POP displays. 

National advertising. 

Three-year warranty includes parts and labor. 

Dedicated technical BBS. 

Dealer-specific space on the Web site. 

Volume Discounts: Yes. depending on opportunity. 

Demo Unit Availability: Yes. 

Editors' Notes: 

This new model has a 15.7-inch viewable screen with a fine dot 
pitch of 0.25-mm. It is capable of an impressive 1 ,600 by 1 .200 at 
72Hz for super-fine images without flicker. Although at this extreme 
resolution we did notice some degradation in focus, it was only a 

Support For Resellers: 

Marketing funds. 

Reseller referrals. 

POP displays. 

Three-year warranty includes pans and labor. 

Toll-free tech support. 

Volume Discounts: Yes. 

Demo Unit Availability: Yes. a 30-day loan. 

Editors' Notes: 

The Brilliance 107 features a 15.9-inch viewable display, a dot pitch 
of 0.26-mm and a maximum resolution of 1 .600 by 1 .280 at 60Hz. 


pitch of 0.25-mm. Its maximum resolution is at an extreme 1.600 by 
1 ,200 while maintaining an impressive refre.sh rate of 72Hz. It goes 
without .saying that the test patterns we produced on this monitor 
were without a doubt the best that money can buy. The OSD offers 
complete control over anything and everything that you could ever 
want to configure. Focus loss was not noticeable until we hit the 
really high resolutions of 1.600 by 1.200, at which point it was bare- 
ly noticeable — especially when compared to others in this 
roundup. Although these monitors aren’t cheap, they are every 
graphics professional's dream. 



were sharp with vivid colors at any re.so- 
lulion. We were surprised to see how 
good the focus was when we switched 
it into 1,600 by 1,200. At this resolu- 
tion. the monitor can handle a refresh 
rate of an exceptional 75Hz. The OSD 
is easy to use and offers a wide range of 
configurable options. There are five color 
temperature presets, each one also being 
user configurable. This monitor is more on the 
expensive side, but if performance is your number one concern, it 
leaves little to be desired. 



slight amount. At i.280 by 1.024 the 
monitor produced excellent images 
and lest patterns. Vertical refresh 
rate.s can go up to iSOHz when in 
lower resolutions for truly flicker- 
free displays. The on-screen display 
is configurable in seven different lan- 
guages and is very easy to use. There 
are two custom color temperature pro- 
files. a.s well us seven preset values. Because 
of the Trinitron tube, the two damper wires are 
noticeable, although no more so than they are on any other model 
with a similar tube. If multimedia and videoconferencing are some- 
thing your customer fancies, this monitor was made with them in 
mind. The 447Xavc incorporates speakers, a microphone, and even 
a color video camera into the unit. 



Refresh rates of 75Hz are offered at 
1 .280 by 1 .024 and 1 .024 by 768, Test 
patterns on this monitor proved to be 
of good quality overall, although 
there was a slight focus loss at 1.280 
by 1.024 and above. The Brilliance 
1 07 also incorporates a pair of speakers 
and microphone into itself for multimc- 
dia-ready applications. This particular model 
is also the only one in our survey this month which did not offer any 
on-screen controls. To make adjustments to the monitor, you must 
use the included Customax software. 
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QDI's Hurricane swept through motherboard industry 
Thousands of professional System Integrators 
have turned to us !! 



Switching 


Intel 440FX 


SpeedEasy^'*’ 


SLOT 1 


PCI Concurrent 


Multi-l/0 Panel 

PS/ 2 n^BB, PM kei*O(ii0 




The new Commander III 
Pentium® II based Motherboard 


QDi is one of the largest PC motherboard 
manufacturers in the world with 

• Local markeDng arS tsctnlcal support 

• Full tsnge ol products from Peniium* to Pentium* II 

• State-ol-art quality product 
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LAB TEST 


Panasonic PM17 


Editors' Notes: 

This inonilor haji u 16-inch viewable screen size which puls it near 
the lop lew in its class. It offers a dot pilch of 0.27-mm, and is capa- 
ble of resolutions as high as 1 ,280 by 1 .024 at a refresh rale of 60Hz. 
At 1024 by 768, however, it is capable of a solid for sharp, 
flicker-free images, Buill into the PanaMedia PMI7 are a pair of 
3W stereo dome speakers, the stime ones which are incorporated 
into Panasonic television sets. Also buill into the monitor is a micro- 
phone. ideal for presentation or videoconferencing. The on-screen 

Sceptre P75A 


Editors' Notes: 

From a company well-known for making flat-panel LCD displays 
and desktop monitors, comes its latest 17-ineh model. The P75A has 
everything your customers could ask for in a 17-inch monitor. To 
start off, there is the 15,6-inch viewable screen, with a line dot pitch 
of 0.26-mm. Vertical refresh rales can go as high as 1 20Hz. with a 
maximum resolution being an extreme 1.600 by 1.200 at a solid 
70H7.. The on-screen display will allow your customer a full range 
of configurable options with a choice of five pre-programmed lan- 

nX 7785S 


Reseller Authorization: 

Application and authorization are required. 

Support For Resellers: 

Custom programs tailored to specific reseller needs are available. 
Three-ycar warranty includes parts and labor (first and second year 
parts and labor, third year — parts and labor, bul no CRT). 

Web site includes technical information. 

Volume Discounts: Yes. 

Demo Unit Availability: "'(es. must be kepi on display for 60 days. 
Editors' Notes: 

The 7785S from TTX offers an excellent balance of features, per- 
formance and a competitive price. It features a viewable screen size 

ViewSonicGTTI/OntiquestVTTS^^^^^^^^^ 


Support For Resellers: 

Reseller referrals. 

Toll-free lie-in to resellers. 

Three-year warranty includes parts and labor. 

Volume D/scounfs.' Possibly for volume corporate accounts. 

Demo Unit Availability: yes. with some re.strictions. 

Editors' Notes: 

ViewSonic G771 

The G771 was designed to replace and improve upon the I7GS 
model which was a top-seller for ViewSonic. Aside from being very 
aesthetically pleasing, the G77 1 offers some excellent features com- 
parable with monitors in a higher price range. With a full 16-inch 
viewable display and a dot pitch of 0,27-mm. sharp images are the 
norm for this monitor. Its maximum addressable resolution is 1 .280 
hy 1.024 at 60Hz. bul at 1.024 by 768 you gel a solid nicker-free 
display at 87Hz without eye-strain worries. At lower resolutions, the 
monitor is capable of refresh rales as high as !80Hz. The on-screen 
display is clear and easy to use, with a multitude of configurable 
options. Test patients were very clear and sharp, and focus was very 


displays arc viewable in any one of 
five different languages. There are 
two preset color temperatures 
and one user customizable .set- 
ting. Test patterns proved to be 
sharp with good color and con- 
trast. The PM 1 7 weighs in at 18.5 
kg. and meets all MPR-II emission 
gu idclines. 



guages. The P75A managed to pro- 
duce good quality images and 
sharp text and was able to main- 
tain its focus very well up to 
1.280 by 1.024. Resolutions 
beyond that should only he used 
for brief periods of time when 
required to view a larger image. 




of 15.75 inches, with a dot pilch of 
(1.26-mm. Resolutions as high as 1 .6(W 
by 1.200 arc supported at 60Hz. with 
support for up to 1 20Hz at lower res- 
olutions. Test patterns proved to be 
sharp and focused even at the extreme 
resolutions. Even small fonts were 
clear and discernable. The OSD on this 
model is very easy to use, offers a full range 
of configurable options including three color tem- 
perature pivsets at 65(X), 7300 and y.T(M) Kelvin, each of which are 
fully custom configurable. For great performance at a competitive 
price, give the 7783S from TTX a second look. 




well maintained even at 1.280 by 1,024. 

The G771 is TCO- and NUTEK-certi- 
fied. weighs 1 6.7 kg and is covered by 
a three-year warranty. 

Optiquest V773 

It offers a good balance of features and 
competitive pricing. For starters, it has 
15.8-inch viewable screen with a dot pitch 
of ().26-mm. In its lower resolutions, the monitor 
can provide refresh rales os high as l60Hz. 
although in its maximum resolution of 
1.280 by 1.024, it is limited to 60Hz. 

The on-screen display is simple to use 
and offers several configurable 
options at the touch of a button. At a 
resolution of 1.024 by 768. this mon- 
itor produced superb images with 
vivid colors. Focus and clarity were 
maintained even at its extreme resolution 
of 1.280 by 1.024. 
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The Advantages are astounding 

As an ISO-9002 certified manufacturer, we make it our 
business to provide only the finest components for our 
customers. Our commitment to quality is the foundation 
for our products, service and innovative computing 
solutions. This commitment has been reworded with 
achievement owards, Circle Canada status for our NMSO 
offering, CSA and DOC certification and most impor- 
tantly of oil, loyal customers. 


THE STD ADVANTAGE 

EXCELLENCE IN COMPUTING TECHNOLOGY 


CO-ROM 

•PANASONIC 

• PANASONIC PD DRIVE 

FLOPPY DRIVES 

•PANASOIIC 

MONITORS 

•SAMTRON 

• ORCHESTRA 

OESKTOP/SERVER 

• INTEL lOEM) 

• COMPUPARTNER 

• IBM 

UPS/BACK UPS 

• AMERIOV^ POWER (APC) 

MOTHERBOARDS 

•INTEL 

• MICROSTAR 
•QDI 

DISK CONTROLLERS 

• ADAPTEC 

HARD DRIVES 

•SEAGATE 

• WES^RN DIGITAL 
•QUANTUM 

LAN PRODUCTS 

•3COM 

•INTEL 


SIE 


SOFTWARE 

•MICROSOFT 

•01/FAX 

• VISUAL ACCOUNTMATE 

NoHsacNu AccoMMa ScnuWE 



LAB TEST 


Mitsubishi Diamond Pro 87TXM 


Reseller Authorization: 

Yes, under Mitsubishi’s DiamondVAR program. 

Marketing Support For Resellers: 

Co-op advertising. 

Marketing funds. 

Reseller referrais. 

POP displays. 

Three-year warramy includes parts and labor. 

Volume Discounts: On a case-by-case basis. 

Demo Unit Availability: Yes. 

Editors' Notes: 

The Diamond Pro 87TXM from Mitsubishi is the kind of monitor 



you sit in front of and then don't want 
to leave. With a 16-inch viewable 
screen and a dot pitch of a super line 
0.25-mni. every image this monitor 
produced was nothing short of excel- 
lent. Vertical refresh rates are avail- 
able up to 130 Hz, with the highest 
resolution being 1,600 by 1,200 at 
66Hz, We were surpri.sed at how good the 
focus was at this extreme resolution. The 
OSD is easy to understand with a wide variety of configurable 
options. Although the two damper line.s are faintly visible, it’s a 
small price to pay for this otherwise exceptional monitor. 


IBM G72 


Reseller Authorization:Mast be an IBM Business Partner. 

Support For Resellers: 

Marketing support for resellers. 

Co-op advertising. 

Reseller referrals. 

POP displays. 

Education/training. 

Three-year warranty includes parts and labor. 

Volume Discounts: Yes. 

Demo Unit Availability: tts. monthly rates apply. 

System Strengths: 

The company says the IBM G72 monitor offers excellent price/per- 
formance, leading-edge technical features and best-of-breed war- 



ranty and support from IBM. It is tar- 
geted to business application users 
who require the productivity of a 
larger screen to handle many (three 
or more) applications open simulta- 
neously. 

Editors' Notes: 

The G72 is available in two colors, 
either "pearl" or "stealth grey," as listed 
by IBM. The G72 features a 0.28-mm dot 
pitch on a 15.7-inch viewable screen. The maximum addressable 
resolution is 1,280 by 1,024, although only at 60Hz. In lower reso- 
luuons, the G72 is capable of refresh rates as high as I20H?.. The 
unit weighs 17.7 kg. 



Performance 

Eizo FX-C6 

Mitsubishi Diamond Pro 87TXM 
NEC P750 

These awards are given for raw performance and overall fea- 
tures. This month, competition was very tight in this category, 
and as a result we are forced to hand out three awards to those 
that stand out from the competition. 

The Eizo line of monitors are well-known in the industry 
for offering incredibly sharp, vivid images without compro- 
mise, and the FX-C6 is a great example of this. Excellent 
image quality, super-high resolutions with great focus, and 
grade-A design are the makings of this monitor. 

Last year, Mitsubishi won a performance award for its 
Diamond Pro 17TX. Although that particular model is no 
longer in production, it has been replaced by yet another 
award-winning model, the 87TXM. With its DiamondTron 
tube, the 87TXM offers stunning images at any resolution and 
offers a wide range of refresh rates up to 130Hz. 

No strangers to winning awards, NEC monitors offer 
excellent design and funcdonulity with features not easily 
matched by its competitors. Everything from a super-high res- 
olution of 1,600 by 1.200 at 75Hz to a vertical refresh rate of 
up to 160Hz is found in this monitor. 


• • • • • 


• • • • 


Price/Performance 

Sceptre P75A 

Without a doubt, the P75A from Sceptre offers the most bang 
for the buck. It features a small dot pitch, a resolution of 1 .600 
by 1,200 at 70Hz and vertical refresh rates up to 120Hz all at 
an incredibly attractive price from a leader in the monitor 
industry. 

Overall 

KDS VS-9 

The KDS VS-9 is a monitor that offers great performance 
while at the same time bearing an extremely competitive price. 
At just aS895 estimated street price, this monitor is capable of 
display images of high quality and extreme resolutions found 
on other monitors with greater price tags. 

Honorable Mentions 

These go out to the Panasonic PM17 and the Nokia 447Xavc. 

The Panasonic PMi7 is a great choice for an all-in-one 
monitor that features built-in speakers and a microphone and 
won't break the bank. 

The Nokia 447Xavc goes one step further to provide 
speakers, a microphone and a color video camera all under one 
roof. It’s not cheap, but it sure is unique, ffi"' 

Steve Halinda, Tim Bingham-Wallis tmd Jazz Bhooi are CCW's 
Utb Test Editors. The can be reached at (416) 535-8404. 
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i Intel® Processor-Based 





POINT-OF-SALE 


Software 




Point-Of-Sale Targets 
Huge Range Of Retailers 


POS 

solutions which 
are ofTshoots of general account- 
ing packages. Customized features cun be 
introduced through add-on applications, but 
the beauty of PC-based POS systems are that 
they arc general, commoditized solutions. 

Large multi-store chains, in particular, 
look for customized options that relate to 
their specific requirements. Morochove cited 
the example of a clothing store that might 
want a POS inventory system that tracks 
stock by color, .size and season. Retailers 
often use these POS solutions as decision 
support tools to determine when to place cer- 
tain seasonal items, styles or sizes on .sale. 
Such systems might also serve as a means of 
tracking and administering business manage- 
ment processes. 

“One of the key things in retail is to min- 
imize your stock oui.s — where someone 
wants to buy something, but you’re out of 
stock — and to minimize [over-siockingl 
your slow-moving stock.” Morochove said. 
“Il'.s the management reporting aspect which 
can often make or break it for the retailer. 

"These are not custom solutions, in the 
sense that they’re created from the ground up. 
’There are packages out there for clothing 
stores or other retail types. Again, for larger 
installations, they generally take standard 
pack.iges and add a few modifications to 
more closely dovetail with their require- 
ments. Very little wori: Ls done on an entirely 
custom basis these days." 

POS solutions run the gamut of retail. 
There are specific systems designed for busi- 
nesse.s such as casinos, resorts, hotels, cruise 
ships, theme parks, corporate cafeterias, oth- 
ers for large chain grocery stores, specialty 
shops, clothing stores, and just about any type 
of retail you can name. At the other end of the 


Point-of-sale (PO.S) systems are reaching 
down into literally every kind of retail and 
to all types of roiailers. That wa.sn’l always 
the way things were, however. A few short 
years back, discussions of POS systems 
were usually equaled with big expensive 
Unix and mainfrtime-biised hardware, and 
required large budgets to hire the integra- 
tors who would do the installation. 

Systems integrators did the installation 
and they all but ignored independent retailers, 
concentrating instead on the chain store 
giants. However, advances in PC technology 
have become the great equalizer for POS and 
now small retailers suddenly find they cun 
actually afford to implement POS sys- 
tems that can make their 
businesses run 
as efficiently as 
the big guys. 

And DOS- 
based POS sys- 
tems which prolif- 
erated for more 
than 10 years are 
being usurped by 
Windows technolo- 
gy. according to Peter 
Kearns, of the Calgary 

Soflwary Factory Ltd., 

in Calgary, makers of 
POS .software for small 
business. 

"Because of the evolution of Windows 
95 and (PC) hardware, DOS is slowly getting 
the bool because it's very difficult to support 
and to find new hardware to run DOS." he 
said. "Windows-based machines are becom- 
ing progressively cheaper, so it’s preiiy well 
going to be the standard. I'm .sure." 

Last December, for example. Fountain 
Valley. Calif.-based CAM Data (hilp://www. 
camduia. com/I announced a new Windows 95 


version of its CAM HI software for 
retailcr.s called CAM lllw. The software now 
boasts a graphical user interface, with an 
Open Database Connectivity (ODBC) option 
10 allow third-party software products such as 
Microsoft Excel or Access to read data from 
the CAM lllw database for reporting and data 
manipuiation purposes. 

Even large chain store retailers who pre- 
viously used Unix-based POS systems are 
making the move to Windows technology, 
based on cost and hardware performance. 
Kearns added. POS was previously an appli- 
cation for large cus- 
tomers who could 
afford it, but POS is 
moving so far down 
the retail business 
chain that even the 
cash registers we 

quickly becoming 
u thing of the past. 
"Really the 
computer is tak- 
ing the place of 
the cash regis- 
ter, or will be. I 
believe." Kearns 
said. "But that’s not here yet. You 
go to Safeway or Co-op and they still use 
electronic cash registers, but more and more 
they’re becoming almost a hybrid. ..their cash 
registers are really just another data entry 
point for their mainframe systems." 

The fact that POS software run.s from 
standard PC platforms rather than specialized 
and proprietary hardware makes them a lot 
easier to set up. said consultant Richard 
Morochove, of Morochove & Associates Inc. 
in Toronto. 

He explained most popular PO.S applica- 
tions for smaller retailers tend to be generic 
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Picture this 
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we have all the pieces you will need! 
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POINT-OF-SALE 


spectrum, POS sy.siems for small business 
come as cheaply as USS99.95 for a product 
called Advanced POS from James Enterprises 
of New York Inc. Advanced POS boasts just 
about everything a small business needs in 
the way of POS, including cash register, 
accounting, inventory control and customer 
management functions. And all that's 
required on the hardware side is a 386 or 486 
system on DOS, Windows 3.1, NT or 
Windows 95. 

The POS system software market can be 
characterized as broad, but vertical. 
According to Morochove, POS system and 
application makers lend not to be the large 
software manufacturers, but rather a variety 
of niche players. 

"There are many players in this busi- 
ness. I don’t think it's the type of business 
where, say, a Microsoft could get involved 
and take over the entire market,” he said 

The Calgary Software Factory 
(htip://www.cadvision.conVwinsell/) is a 
good example of how specialized the POS 
market is and how much opportunity there 
can be. “We're a company that sells almost 
exclusively over the Internet,” Kearns said. 
“We have three employees and we try to 
keep the customization as low as possible in 
order to keep our price palatable and our 
overhead down.” 

The company's WinSell Business 
Operating System addresses a variety of 
aspects of business, including: 

• POS, 

■ invoicing, 

■ inventory control. 

• customer and vendor tracking, and, 

• management reporting. 

"Almost everybody (in the POS 
software market) these 
days has one 
little niche or 
item that they 
want to sell. 

We have 
realize we can' 
be all things to ' 
all people. Our 
niche seems to be 
shaking out to the 
single store opera- 
tion, or two to three 
store operations, 
who want very little 
custom work done. 

Our package is designed — even with the 
custom work — to be a decimal point cheap- 
er than a Unix-based system.” 

SL Albert, Alberta’s Calido Software Inc,, 
<http;//www.teiusplanet.nei/public/calido/ 


lfeature.htm) offers a range of capabilities in 
its CashPro software, priced at $189 for a 
multi-user version. Features include: 

• cash management, 

• inventory control, 

• product/service and payment types. 

• tracking of customers and salespersons, 

• cash register features, 

• flexible reporting, 

• receipt priming, 

• user-defined filters, 

• tax calculations, and, 

• network support. 

An example of a broad-ranging system 
can be found from POS International Inc.'s 
Power 110 software, (hitp://www.webcom. 
com/posdex/) which sells for US$595. It 
includes handling of: 

• accounts receivable, 

• customer tracking, 

• inventory control with multi-store tracking, 

• sales, with both counter sales and quick 
sales, and, 

• employee timecards. 

Markham, Ont.-based Trimax (http:// 
www.trimax.conVcompl .htm) sells a variety of 
products under its "Intelligens” product line. 

POS Xpress lets users capture data 
throughout the customer contact process to 
improve information gathering and to better 
target markets, says the company. POS 
Configurator lets users tailor that product to 
their own unique bu.siness needs. Store 
Manager provides in-store processing for 
centrally managed retail chains, offering: 
POS services, redundant data backup, cash 
management, sales repotting, data entry, 
and inventory control. And, according to the 
company, TRANSnet sup- 
ports on-line or batch 
communication between 
any number of remote 
and head office, 
enabling credit and 
debit authorization 
switching, file trans- 
fers, price updates, 
program downloads. 
E-mail, and data- 
base inquiries. 

According to 
Morochove. POS 
applications can typical- 
ly be divided into three categories: 
general accounting systems used for POS, 
POS add-ons that hook into general account- 
ing systems, and complete proprietary POS 
applications aimed at particular markets. 

Resellers typically sell shrink-wrapped 
POS accounting packages plus many of the 
add-ons. The more customized POS solutions 



are typically sold and serviced by the package 
developers, sometimes with the assistance of 
a VAR, Morochove said. 

“If you only have 200 or 300 users (of 
your ros system) in ihe entire world, there's 
probably not much room for a VAR who just 
covers Ontario, for example. You may only 
get a couple of installations a year which 
wouldn’t be enough to support you. unle.ss 
they are very, very big installations." 

Ingram Micro Inc. (Canada) in Toronto 
carries a range of off-the-shelf POS software 
that are typically generic products, according 
to company spokesperson Lynn Schiffler, 

"Distribution tends to carry products 
that are just off-the-shelf, high-volume 
products." she said. "We may sell to VARs 
who then take and customize (these POS 
systems)." 

However, she confirmed that the POS 
market isn't a huge opportunity on the distri- 
bution side since the market is so specialized 
and niche-oriented. 

Kearns agrees and added that many of 
the niche spaces are becoming increasingly 
crowded. "There are more and more competi- 
tors coming into this maritet,” he said. “I see 
them on the Internet all the time." CT 


Some POS URLs: 

Ad Metro: 

http://www.admclro.com 
Advanced Point Of Sale; 
http://www.aposme.com/ 

Calido Software Inc.: 

http://www.tclusplanet.net/public/ 

calido/lfeature.him 

Cam Data Systems: 

hltp://www.camdata.com/ 

Cobb Data Systems: 
htip://www.cobbdata.com/posl.html 
Del West: 

http://www.mktmki.coni/ic.html 

InfoGenesis; 

hitp://www,infogenesis.com/ 

POS International: 

http://www.webcom.com/posdex/ 

SDMS: 

http;//www.sdms.com/ 

hnp;//www.uimax.com/compl.htm 

Winsell: 

http://www.cadvision.com/winsell/ 
Windward Software: 
hiip://www. windward-.software.com/ 


Dan McLean is a Toronto-based jouriialisi 
who specializes in high-technology reporting. 
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Hong Kong moves to restrict smart card use in transportation 



DVD piayer sales are ciimbing 

After six months on sale, and with the 
amount of software growing week-by-week, 
sales of DVD- Video players were still slow 
but growing, according to player makers. 
While no specific figures have been released 
by any manufacturer, estimates based on 
information from makers show that total until 
sales in Japan are around the 150.000 mark. 
The latest data from Matsushita shows 214 
announced titles. 


Telecom firms, retailers and parking compa- 
nies hoping to link up with the soon-to-be- 
launched smart card payment system for 
much of Hong Kong's public transportation 
may find their moves blocked by the Hong 
Kong Monetary Authority. 

According to the South China Morning 
Post, numerous companies have approached 
Creative Star, a joint venture by Hong Kong's 
five biggest transport companies, including 
the Mass Transit Railway Corp, Kowloon 
Motor Bus and Hong Kong Yaumatei Ferry 
Co. The companies want their customers to 
be allowed the use of Creative Star's Octopus 
contact-le.ss smart card to pay for goods. But 
Creative Star General Manager Brian 
Chambers said the HKMA had indicated it 
did not encourage the use of contact-less 


smart cards to buy goods and services. The 
cards need only to be passed over a scanner to 
register payment, and smart card experts 
were concerned about the possibility of unin- 
tended transactions being recorded. 

Hong Kong's big banks also may object 
to travelers buying goods and services with 
the cards, as this effectively allowed transport 
companies to act as banks. 

In a recent discussion paper, the HKMA 
said that only licensed banks should be 
allowed to issue cards that had no restriction 
on the goods and services they could buy. An 
HKMA spokesperson said it had not formed a 
firm view on the use of contact-less smart 
cards to buy goods. 

“There is no black and white for this." 


lapanese Internet business is worth USS245 million 


l-li”/. 


The value of transactions made over the 
Internet in Japan in 1996 jumped 40 times 
that of 1995, according to a survey carried 
out by the Ministry of Posts and 
Telecommunications (MPT). The statistics 
showed, said the MPT, 
that over half of all 
cyber-businesses were 
operated by a single 
person. 

In fiscal 1996, the 
value of on-line com- 
merce in Japan was 



http://wviiw. 

logicbox.com 


US$24S.2 million, up almost 40 times over 
fiscal 1995. 

The MPT said this gave Japan an eight 
per cent share of the world's on-line business 

Around 40 per cent of the business po.st- 
ed profits or broke even, found the survey, 
and 60 per cent receive less than 10 orders 
per month, have less than US$1,720 in 
monthly expenditure and less than US$860 In 
monthly sales. The average monthly expendi- 
ture is US$2,667. Findings showed that 90 
percent have a staff of five or les.s. 


0 make Malaysia a 
in Agence France- 


w centre would be 


Alcatel to set up new multimedia centre 

French telecommunications giant Alcatel Telecom is 
regional multimedia centre in Malaysia in a bid t( 
media and entertainment hub for Asia, according to ; 

Presse report. 

Alcatel general manager Gerard Dega said the nt 
staffed with highly skilled engineers in multimedia and broadband and 
would be located with the new headquarters of Alcatel in Cyberjaya. He 
said the regional competence and support centre in Malaysia was for all 
multimedia networks that were, or due to be, installed in Asia. 

Prime minister Mahathir Mohamad hopes the "garden city" 
Cybeijaya would become a Southeast Asian hub for multimedia and dig- 
ital entertainment in Malaysia by bringing together top creative and 
technoiogical talent. 

In the meantime. Alcatel Telecom has signed a memorandum of 
understanding with University Telecom, which has the task of setting up 
the Multimedia University in Cybeijaya. Dega said the partnership 
would include the sponsorship of scholarships and access to some of the 
most advanced research and training center.s in Europe. 

Alcatel Telecom, which has been a major contributor to Malaysia's 
telecommunications Infrastructure, is a leading world telecommunica- 
tions and space conglomerate. Alcatel Network Systems Malaysia, in the 
northern Penang state, is also helping Malaysia build high technology 
telecommunications systems through the manufacture of the Alcatel 
1000 switch and establishing a software development centre. iW 
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• 100 to 166 MHz MMX CPU • 12.1" SVGA TFT Display 

• 16 to 80 MB RAM • 128 bit Accelerated Graphics 

• 1.0 to 2.0 GB Hard Drive • Advanced Modular Design 

• 12X CD-ROM/FDD Module 


SCEPTRE SOUNDX SmO: 

• 12.1" TFT or 11.3" DSTN • 1.0, 1.3 or 2.1 GB Hard Drive 

• 100, 133, 150 MHz Processor • 128-Bit Graphics Accelerator 

• Standard 72-pin DIMM EDO RAM 

"This system was a great performer on 
our tests, garnering the round ups highest 
graphics and processor scores." jBn.21. tss?. 
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WORKING THE WEB 


Col 



by Seem Cairullwrs 


What are your key Web messages? 
How can you make it easier for potential 
customers to understand your business 
and buy your products? 


Gmwing numbers of computer resellers are 
lapping into the World Wide Web. Many 
want lo enhance ihetr regular retail opera- 
tions; some are aiming to provide a com- 
pletely on-line method of purchasing. Still 
others are finding new revenue opportunities, 
by helping customers build their own busi- 
ness presence on the Internet. 

The Web is dynamic. There are boundless 
ways to present a business, so focus is crucial. 
Here are two imponant considerdiions: 

1. Does the Web site clenriy convey what 
the business does? 

2. Can the uveruKe vi.silor or .shopper 
understand the site? 

If you’re going to invest lime and money 
in providing a Web presence for your compa- 
ny. the pages should give some indication as 
to what service or merchandise your compa- 
ny provides. For example, contrast the intan- 
gible site for Orbit/ (http://www.orbil/.coml 
with that of its parent company. Clearly 
Canadian (http://www.cleurly.ca). While both 
sites have a good look’ lo them, the Clearly 
Cunadiun site states explicitly what the com- 
pany does on the welcome page, while there's 
hardly anything on the entire Orbit/ site to 
indicate that it too is in the drink business. 

Obviously, this example is a little extreme, 
hut it illustrates a problem that some Web sites 
have. If a Web presence is going lo be a useful 
tool for a reseller business, it must get the perti- 
nent information to the potential customer, and 
make clear what the business is about us quick- 
ly as possible. Nume recognition isn't necessar- 
ily enough! A smull write-up detailing what the 
business dies, or a small pnxlucl gr.iphic on the 
welcome page can be useful in quickly showing 
what the site is about. 

Clarity is particularly important when 
you gel into the specifics of what’s being 
offered for sale. A lot of infnntiaiion is pre- 
sented on the Web. but there’s a distinct lack 
of useful specifics. For example, it's fine lo 
list all the different models that you carry, but 
be very clear about what these models are. 
What are the dil'ferenliuting features of the 
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various products iisied? 

Iniagine. for a moment, that a customer 
has just walked in the front door of your .store, 
looking for a new computer system. Without 
anything specific in mind yet. your customer 
is just pricing out the vtunous opiion.s. to see 
what is eye-catching. You see them walking 
around, hxiking at system packages, checking 
out the individual components, looking down 
the aisle at monitors, mtxlcms, and assorted 
other pieces. What’s your job, as a profession- 
al computer salesperson? 

The traditional wi.sdom would go like 
this: Approach the customer as you spot them 
looking ill systems. Ask questions to find out 
what they are looking for in a computer, and 
demoiislrale and explain the various options. 
Describe the advantages and drawbacks of 
certain .setups, depending on the customer's 
needs. Detail what components and software 
each system came with, explain what the com- 
ponents do and their specifications, and out- 
line various changes or upgrades that cnuld be 
made on that particular package. Es.sentially. 
lake them step-by-step through the process. 

Your customers should come away from 
the experience with: 

1. A heller knowledge of what they wanted 
from their computer system; 

2. An understanding of which systems would 
be best for them, and. 

3. A sense of satisfaction, as you have taken 
care of their needs. 

On certain Web sites, precisely the oppo- 
site is happening. While shopping for a com- 
puter system over the Imemei is by its very 
nature, a less personal experience than heading 
down to a local store, there are certain things 
that can be done to add to the experience. 

You don’t have to add a lot of detail, but 
if you’re going to put items up on-line, you 
should at least point out the major differences 
between items. Note which component is the 
printer and which is the modem. Provide 
hyperlinks to the manufacturers’ Web sites, 
where avuilable. If there's information you 
can provide for clarity, include it. 


It is your prerogative lo assume that 
someone vi.siting your Web site already 
knows what all your model numbers si.'nify. 
However, that is equivalent to greeting an in- 
store customer at the door, handing them u 
bunch of paper slips with prices on them, and 
sending them back outside without letting 
them look at the actual merchandise. 

A friend of mine was recently shopping 
for a more powerful computer. She went 
looking through resellers’ Web sites to find 
something appropriate. She waded through a 
few sites, checking out systems. While most 
of the sites were fairly easy to navigate and 
understand, one of the sites she came across 
had this system description on it: 
PCP21(INT/16X/1MC/32MB/2GB/2MB, 
VR,PCl* 

NT/PCPACC KIT 

2GB 5400 RPM HD KIT (I) 

2MB VIDEO RISER. PCPNT(l) 

32MB DIMM (I) 
PC’PKO210,NT/16X/lMC(I) 
PowerCenterPro Accessory Box, U.S. { 1 ) 
It took me three hours and the assistance 
of three computer professionals to decode 
this little gem in its entirety. The frustrating 
part — this was about the most detailed 
information that was given on the site. 

I'm not quite sure where cryptic prac- 
tices like the above got started, whether it be 
lack of space in print ads. or computer indus- 
try shorthand. But if you are aiming your site 
at the average consumer, assume they know 
such basics as: computer, printer and hard 
drive. But expand '16X' into ’IbX CD- 
ROM.’ Explain that 32MB is RAM and that 
2GB means a two gigabyte hard drive. 

Getting customers lo visit your site is 
important. But, please — offer focus and clar- 
ity, so they understand it loo. M 

Sean Carriilhers does Web consulting far 
Amivhair Airlines Computer Services (http:// 
ivM'iv.(jrmc/irt(/;/n/>.t'a/ in Bivndaii. Man. He 
can be reached at oiieiros@armchair.mb.ca. 
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NDUSTRY PERSPECTIVE 


Internet Flash Reveals 
IntranetQnlij^ 


The Internet opportunity for resellers may be 
big. but the intranet opportunity is huge. One 
analogy that has been used to describe the 
Inlemet/intranet paradigm is the iceberg: if the 
tip of the iceberg is the Internet, then the mass 
of ice below is the market for intranets. 

Market research firm International Data 
Cotp. estimates that by the year 2000, Internet 
and intranet products and .services will generate 
more than US$92 billion in spending. And 
when broken down, the future demand for 
intranet technologies will far outweigh that of 
the Internet. 

According to Zona Research Inc., by 1999 
spending on intranet technologies will be 700 
per cent greater than Internet technology. 
Furthermore, the Gartner Group says that by 
1998, ,*50 per cent of Fomiiie 1000 companies 
will have inutinets. 

The server market alone is expected to 
grow well into the billions by the year 2000. 
Beyond the hardware requirement of servers, 
there is a growing demand for firewalls to pro- 
tect the intranet, server .software and databas- 
es to run it and a host of peripheral software to 
augment the features of the intranet. And this 
is just the beginning. Much of the technology 
used to build intranets is also being used to 
build externa! intranets, often called called 
extranets. 

One of the central reasons for the tremen- 
dous interest and the quick adoption of corpo- 
rate intranets is that for most mid- to large- 
sized companies, the infrastructure needed to 
implement an intranet already exists — an 
array of desktop computers linked together by 
some form of corporate network, usually 
TCP/IP or IPX. In today's LAN/WAN environ- 
ment. employees have access to company data- 
bases, product information, services, financial 
and otherinformaiion. Integrating this informa- 
tion into one “non-stop” access point — or 
home page, is the next step. 

The growth of imraneLs stems from a 
movement in the market-place toward a stan- 
dard network technology platform and from the 
ROl/knowledge power created lor an o^aniza- 
tion. The growth and predominance of TCP/IP 
(endorsed as a standard by the Iniemet 
Technology Task Force) and tlic fact thui 95 per 
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cent of American corporations are still using 
legacy systems created a need/opportunity to 
integrate these systems. 

Retum on investment for intranet imple- 
meniation has recently been estimated by IDC 
to be as high as l.0(K> per cent. In addition, 
companies examined in the IDC study recov- 
ered the cost of their intranet within six to 12 
weeks. Therefore, given the momentum in the 
market-place and a fiercely competitive envi- 
ronment. the most significant cost for business- 
es today is not implementing an inu^net. 

The widespread migration of legacy infor- 
mation and communication to a centralized 
system throughout the corporate worid means 
that the demand for intranet technologies will 
continue to grow as more and more companies 
realize the potential and the necessity for such 
an internal communications system. Most 
medium and large businesses have some need 
for internal communications — and a corporate 
intranet is becoming the most cosl-elTeclive 
and simple way to fill this need. 

Through the simple point-and-click inter- 
face of a browser, employees are able to access 
information, run applications, collaborate on 
projects, communicate, search corporate data- 


bases or undergo computer-based training — 
ull from their wortistadon. In some instances 
limited access to certain information on an cor- 
porate intranet is given to a company's cus- 
tomers via an extranet. 

Intranet case studies indicate an exponen- 
tial growth in both users and content on 
intranets which leads to another benefit/oppor- 
lunliy — scalability. As more information is 
added and other features requested (such as 
video-conferencing or audio sircaming) more 
servers can be added to die system on an ad 
hoc basis. 

Intranet technologies arose in the early 
'9()s as a way to lake the increasingly popular 
Internet mediums, like E-mail, the Web and 
newsgroups and bring Ihem into the corpora- 
tion. The first intraneu resembled little more 
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than a merger of groupware products and 
Internet E-mail functionality. With ihe advent 
of the NCSA Mosaic browser and the Netscape 
Navigator browser. Web technology was bom. 
Within two years, the market for the internal 
Web servers which form the core of corporate 
intraneLs jumped from zero to US$476 million. 
According to Zona Research, two-thirds of all 
large companies are either developing an 
intranet or are in the planning process. 

Which Companies Need To 
impiement An intranet? 

The following survey will help identify intranet 
opportunities: 

• Does the client have more than one office? 

• Is the client's business dependent upon tech- 
nology? 

• Is (here a need to communicate within or 
across different company divisions or 
departments? 

• Is the client'.? business knowledge-based/ 
intensive? 

• Is the client currently operating on a number 
of different platforms or udlizing a variety of 
desktop technologies? 

■ Are ihe client's phone, fax. mail and couriers 
charges significani in relation to other busi- 
ness expenses? 

• Are there more than 30 desktops within the 
organization? 

• Is there a need to communicate to a broad 
stakeholder group? 

• Is the client currently communicating elec- 
tronically — either iniemaliy or externally? 

If the client answered ‘yes' to three or 


more of the above questions then the company 
will gain a significant competitive edge by 
implementing an iniraneL 

Be it a company’s Web site, intranet or 
extranet, the medium of Internet technology 
is changing the way companies do business 
and will continue to impact the way people 
communicate and share information. What 
this paradigm shift means for resellers is an 
unparalleled opportunity for growth involv- 
ing inira/extranet technologies over the next 
five to 10 years. CM 

On’S is a business process analyst and 

coiisuliaiil with Toniiilo-bascd Hype! Inc., an 
inircinel and liuemel development company 
lhltp://wn'H’.hypc.com). He can be reached at 
greg®hype.com. 


“The future demand for intranet technologies will far 
outweigh that of the Internet/' 


Trio Of IMT Books Provide 
Ranging Coverage 

by Stephen Ibaraki 


Title; Winao>vs NT 4 and tVefi Site Resource Ubrary 
Publisher SAMS Publishing 
ISBN; 0-672-30989-0, 0-672-30990-4, 0-672-30991-2, 
0-672-30992-0. 0-672-30993-9, 0-672-30994-7 
(All the titles are contained in one package with 
carrying case.) 

Content: Six volumes, three CD-HOMs 
Level: Beginner to advanced 
Description: The book and CD bundle contains 
every aspect of NT 4 Sen/er setup that you and 
your customers will ever need to know In one 
convenient authoritative package. 

Rating: k* — Highly recommended. 

Microsoft Windows NT sales are booming and 
there is a substantial shortage of NT experts. 
The cost of NT education can be prohibitive 
for you and your customers, but the current 
market trends represent a unique opportunity 
for VARs and consultants. There arc many 
books available — so which ones are the best? 

For a well-written beginner’s guide to 
Windows NT. check out New Rider's 
"Managing Windows NT Server 4." fay 
Howard F. Hilliker (ISBN 1-56205-576-3). 
The task-directed guide covers set-up. basic 
administration, trust relationships and securi- 
ty. This book includes sections on: 

• networking fundamentals; 

• selecting and configuring hardware; 

• network architecture; 

> Installing the NT OS. adding and deleting 
shared resources and printer resources; 

• setting up and modifying user accounts; 

• RAS and RAID .solutions; 

• working with the registry: 

■ NetWare and Macintosh connectivity and 
NetWare migration; and. 

• domain trust models. 

Managing Windows NT Server 4 
includes a CD-ROM-based Windows NT sim- 
ulator/tutorial for performing common admin- 
istrative tasks, a NetWare to NT tran.slation 
index and a complete command reference. 

Hilliker’s approach is gentle, carefully 
building key networking concepts before 
moving to more advanced material. The only 
caveat is that you often want more details, 
which the book does not provide. 

For greater depth and more substantive 
coverage, network consultants will want to 
use “Using Windows NT Server 4." by Roger 


Jennings (ISBN 0-7897-0251-7). This book 
gears itself towards experienced networking 
professionals and provides intermediate to 
advanced coverage of planning, budgeting, 
installing, and managing single- and multi- 
domain Windows NT networks- Together with 
the usual information on network installation, 
and administration, this advanced guide 
includes sections on: 

• integrating NT with NetWare and Unix 
networks: 

• connecting Win95, NT, Win3.1x. and Mac- 
intosh clients: 

• setup and management of Internet Infor- 
mation Server. Frontpage. Internet Data- 
base Connector: 

• installing and administering BackOffice: SQL 
Server, Exchange Server and SMS server. 

• RAID and tape backup strategies; and. 

• 100Base-T, server clustering, design, opti- 
mization and troubleshooting techniques. 

Be forewarned — this book targets a more 
advanced audience and assumes a good amount 
of computer expertise. It takes over where 
Hilliker's book leaves off; especially when you 
are researching a particularly tricky problem. 



For the ultimate in resource/reference 
material. SAMS’ "Windows NT 4 and Web 
Site Resource Library," is unmatched in con- 
tent. I strongly recommend this collection for 
all NT specialists. With six volumes and three 
CDs, the package fall into the “Everything 
you ever wanted to know but were afraid to 
ask!” category. 

Specific volumes include: "Windows NT 
Installation, Configuration, and Custom- 
ization.” "Windows NT Internet and Intranet 
Administration," “Windows NT Internet and 
Intranet Development. "Windows NT Net- 


Title: Managing Windows NT Server 4 
Author. Howard F. Hilliker 
Publisher New Riders 
ISBN: 1-S6205-576-3 
Content 1,005 pages, one CD-ROM 
Level: Beginner to intermediate 
Description: The book contains the essentials 
of NT administratian and setup. 

Rating: Bi- — Recommended for the beginner. 

working.” “Windows NT and BackOffice 
Integration.” and “The Windows NT Registry,” 
The three CDs contain more than 2GB of 
reference material, HTML hot-linked books 
(on TCP/IP, ActiveX and Web Development), 
tutorials on Java Security, .software utilities 
including TUCOWS's "The Ultimate 
Collection of WinSock Software." and trial- 
versions of conu-ols. 

In summary, if you are new to Windows 
NT networking. Managing Windows NT 
Server 4 by Howard F Hilliker is recom- 
mended. This book introduces the netwoiking 
field and NT servers in particular. 

For the experienced networking consul- 
tant Using Windows NT Server 4 by Roger 
Jennings is a good choice. This book is supe- 
rior 10 Hilliker's but would be difficult to fol- 
low without an extensive networking back- 
ground. If you want a one stop source for all 
NT information then Windows NT 4 and Web 
Site Resource Library by SAMS Publishing is 
necessary for all-networking installers, 
administrators, and experts. The question here 
becomes one of cost, although the amount of 
supplied material is well worth it. The CDs 
alone could easily justify the investment. 

One final thought, computer books usu- 
ally in lag the market-place and so you .should 
not expect the latest releases or patches to be 
covered. To provide some measure of protec- 
tion, all the books reviewed above contain 
Web links that you and your customers can 
use to download the latest news, patches and 
updates. CCIt 

Stephen Ibaraki. ISP, is co-convenor of the 
BADM Computing Program at Cupilano 
College, which is CIPS. Novell, Microsoft- 
certified. He can he readied at siharukKS c ap- 
college.bc.ca. 
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MARKETING 


"For many resellers, huge campaigns 
are not in your best interest when you are 
only servicing a specified region or certain 'niche' market." 



I Conirary to your accoun- 
1 lam’s opinion, marketing 
is a necessity — not a lux- 
jry item. To truly maxi- 
your business’s 
I potential you need the 
I widespread visibility that 
* marketing generates. The 
reason behind marketing is simple — people 
can’t buy from you if they don't know you 

‘Vi.sibility’ does not automatically 
equate with big bucks and intemationaJ mar- 
keting campaigns. In fact, for many resellers, 
huge cumpaign.s arc not in your best interest 
when you are only servicing a specified 
region or certain ’niche’ market. 

The key to effectively increasing your 
visibility is determining your target market. 
Who will buy your products and services'.’ 
Where are you going to make the most 
money with the least amount of effort'.’ Which 
industry applications are best answered by 
your product offerings'? What are the advan- 
tages and limitations of your staff.’ If you 
know you only have the ability to properly 
service clients within a 75-square-kilometre 
area, and your particular products and ser- 
vices best lend themselves to graphics firms, 
then you should be focusing your marketing 
efforts on the.se individuals. Once you’ve cre- 
ated some visibility for your company with 
these companies then you can expand your 
target market — for example, to include 
companies within 75 to 100 km. or perhap.s 
the financial industry. 

After establishing your target audience, 
the next logical question is: “How do I make 
these people aware of my company'?’’ There 
are numerous ways to promote your company 
without spending millions of dollars, includ- 
ing your basic 'word-of-mouth’ and ’net- 
working' approaches. 

However there are also some cost-effi- 
cient marketing activities that you can proac- 
tively initiate to generate widespread visibili- 
ty in your target markets. 


Speaking Opportunities 

Speeches are a great opportunity for you to 
gain some visibility in your community and 
meet some new prospects at the same time. 
Many local organizations including the 
chamber of commerce, user groups and trade 
shows, are on the look out for people to shed 
light on new technologies and solutions. 
Offer takeaways after your speech — such as 
an informative brochure or article, with your 
business curd stapled to it so prospective 
clients know how to get in touch with you. 

Sponsorships 

A multitude of organizations and events are 
always looking for money in return for “free 
adverti.sing." Again, which events or organi- 
zation.? you sponsor will depend on which 
markets you are targeting. Sponsoring your 
local arts night might be a natural lie-in if 
you're targeting the graphics artist market but 
you might be better off to sponsor a school 
event if you're Itu’geting the home market. 

Donating equipment to a worthy cause 
can also gain you some great exposure — be 
sure to tell your local community paper so 
they can write an article about your generous 
donation as well! 

Advertising 

Advertising does not necessarily require you 
to mortgage your house. Advertise in technol- 
ogy or business publications if they can help 
you reach your target regional or industry tar- 
get markets. If you're aiming for the graphics 
market, think about advertising in u graphics 
publication. Or if your geographic region is 
small, try advertising in your community 
paper. Classified uds can also he an inexpen- 
sive. yet effective, place to advertise if you’re 
lajgeiing SOHO buyers. 

Training Seminars 

A great way to generate attention for your 
company is to hold an event. Invite a few of 
your targeted prospects to a training or infor- 
mation seminar held at your offices. 



Providing a value-add right at the beginning 
of your relationship can demonstrate how 
dedicated you are to customer service — a 
determining factor for many buyers. Or, if 
you have the capacity for many attendees, 
consider advertising the seminar with flyers 
or ads targeted to your established target mar- 
ket. Don’t forget to invite your local media to 
encourage some newspaper coverage of your 

Sales Letter 

A cost-efficient alternative to direct mail, a 
sales letter is quite simply a well-written let- 
ter designed to introduce your company, 
products and services and to promote your- 
self to your target market. After you’ve writ- 
ten it. and hud it edited by one of your col- 
leagues to ensure it reads well, send it to your 
entire list of targets. 

If product brochures are available, 
include them with the mailing as additional 
infomiiUion. You should plan to distribute 
sales letters to your list on a regular basis — 
but make each letter different to present 
prospects with some new information with 
each correspondence. 

Ask your partners to contribute to the 
nominal costs associated with some of these 
marketing suggestions — many large vendors 
offer their partners funding to help you sell 
more of their products. 

Marketing, if done smartly and efficient- 
ly. does not have to cause your accountant 
any grief — except for the work of calculat- 
ing the revenue growth and deciding what to 
do with the profits! CWl 

77ie aulhor is a senior consiillani nilli the 
advanced technology division of Shandwick 
Canada/Conlinenlal Communications, a juU 
service /iiihlic relations firm with offices 
across Canada. She can be contacted at 
ccowan^^handwick. com. 
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TECHNOLOGY 
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Once upon a time, choos- 
ing a CPU for a PC was 
simple, relatively speak- 


Iniel's product line 
included the newest, 
hottest, and most expen- 
sive processors, along 
with a range of older offerings — lower 
priced, lower performing, but guaranteed 
compatible. Other companies, most notably 
AMD and Cyrix — but also IBM. Texa.s 
Instruinems. NEC and others — otTered low- 
price. low-end equivalents that were often 
souped-up clones of Intel's previous genera- 
tion. providing good performance for the 
price. These were rarely found on name- 
brand units, or in big business's machines, 
partly out of fears of potential incompatibili- 
ties. 

This pattern has held true through sever- 
al generations of PC processors. When 286s 
were hot. NEC offered the high end of the 
low end. powering turbo-XTs that were faster 
than any powered by Intel's previous genera- 
tion. As Intel pushed its 386-series. AMD and 
others .sold 16MHz. 20MHz, and 25MHz 
286s that rivaled the performance of a low- 
end Intel 386. Later. AMD similarly offered 
40MHz 386s that could keep pace with Intel's 
more expensive 486/25s and more recently, 
clone 486/lOOs that kept pace with the previ- 
ous season's Pentium/7Ss. 

The New Scenario 

Things are more interesting now. 

Buyers are faced with a wider range of 
choices than ever before from Intel, and with 
some very competitive alternatives from 
Intel’s competitors. From Intel, one can 
choose between: 

• the classic Pentium series, maxed out at 
clock speeds of 233MH7.. with major price 
reductions expected; 

• MMX-enhanced Pentiums, at .speeds of 
166MHz to 233MHz; 

• Pentium Pros, also at speeds of 200MHz; 


■ the new Pentium II CPUs, (previous- 
ly code-named Klamathl with MMX 
enhancements and speeds starling at 
233MH7. with some models pushing 
300MH7.. 

From the doners, we're seeing 
reiea-ses of high-end models like: 

• AMD'.s K6 offering the power of a 
Pentium Pro with MMX enhance- 
ments, but without that processor's limita- 
tions running Windows 95; 

• Cyrix's brand-new 6X86MX. formerly 
known as M2, along with its MediaGX 
proces.sor aimed at low-cost models, 
including Compaq's Presario 2100. 
Current MediaGX models run at 120 and 
133MHz. but Cyrix is planning to ramp the 
speed all the way to 200MHz by year’s 
end. Cyrix claims its 6X86MX processors 
rival Pentium II power at about half the 
price; 

• Upcoming releases from new-io-ihc-CPU 
battle — Integrated Device Technologies 
(IDT), aimed at the low-end market; and. 

• The hottest competidon is between the new 

generation of CPUs — Intel's Pentium II 
vs. the K6 and M2. 

Pentium II Quandaries 

At the heart of the competition is a key ques- 
tion of design. With the Pentium II, Intel has 
broken with the designs used in its previous 
CPU models. This CPU is no longer socketed 
into the motherboard. Instead, along with its 
cache chips, it resides on a special card, ruled 
into a companion slot. This entails some 
major motherboard redesign, and commits 
manufacturers to Intel-only standards. 

While offering performance on a par 
with Intel's high end, the clone CPUs arc both 
designed to be compatible with existing 
motherboard designs using the Pentium's 
Socket 7 — a benefit for smaller motherboard 
manufacturers. 

The doners believe that Intel is trying to 
push the industry towards expensive and 
unnecessary new proprietary standards, while 
the Socket 7 .still has a lot of life to it. Intel 



counters that its designs are the wave of the 
future. But there's a catch — current shipping 
Pentium II machines are being forced to use 
an older supporting chipset (the 440FX). 
which is a drag on the CPU's poienliul. The 
440FX doesn't even support some features 
available for the less-powerful MMX 
Pentiums, such as SDRAM memory and the 
ATA-33 bus for faster disk access. As a result, 
early testers of 30()MHz Pentium II systems 
have found much lower overall system per- 
formance than they'd expected. The new 
44(1LX chipset supporting higher bus speeds 
and Accelerated Graphics Port, among other 
features, won't be widely available until the 
end of 1997. With the new chipset. Intel 
hopes to push bus speeds to lOOMHz and 
CPU speeds to 400MHz during 1998. 

Don't be surprised at more TV ads push- 
ing 'Intel Inside’ brand-awarenes.s. For the 
short-term, expect to see; 

• Cyrix selling to the low-end. such as less- 
er-known brands aimed at the U.S. mail- 
order market, and to some notebook manu- 
facturers, attracted by the lower-power 
demands of its CPUs; 

• AMD making some inroads into the mid- 
priced market, with a few name-brand 
manufacturers including these CPUs in 
their product lines, and some penetration 
into the big corporate market; and, 

• Intel keeping a siranglehoUi over the bulk 
of the market. 

• In the next issues, we’ll look at these CPU 
line,s in more depth. 0* 

Alan Zisman is a compiiier joiirnalisi and 
teacher living in Vancouver. He can he 
reached at a_!isman(qicyhersiore.ca. 
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THE PUNDIT. 


For Some, The Channel 
Is IMot Working — But Why? 


bv Graeme Beiiiteii 




One of ihe overwhelming ihcmes observable at 
Comdex/Canada '97, aside from an apparenlly end- 
less array of digital cameras and the emergence of 
DVD as The Next Big Thing, was the inescapable 
sen.sation that, for many, the channel hxs failed. 

Five points to consider: 

Quality dealers often can't compete on price 
with megastores. Customers can buy products cheaper at a superstore. 

2. Customers don't trust many computer salespeople, and often for gi>od 

3. Channel-oriented tradeshow.s (and that's what Comdex is) are. for a 
growing number, not a worthwhile investment. 

4. Desperation ploys are becoming more common as growing numbers 
of dealers resort to unbundling software from .scanners and value- 
added bundles designated "not for sale without hardware purchase." 
Increasingly, smaller dealers import academic editions of leading 
titles like ofl'ice suites, graphics apps and utility packages. Others 


Attention VAR’s, Resellers and Dealers. 
Yonr new source tor PC Software. 


im-pius me. 

Software Distributors 

Business Productivity, Educational and Games. 


1 - 800 - 510-9011 

Monday to Friday 9AM to 8PM Eastern Time 


Shipped ooywhere in Conedo within 48 hours! 
Coll and ask far yaur topy ol out prke list tatoiague. 


resort to: Ihe grey market, reboxing, exchanging 
warranty cards and other dubious activities that 
often end up damaging customer relations as warranty and service 
issues backfire. 

5. While many vendors arc still trying to make Web sites pay. a few have 
struck upon the right mix of form and function to sec their Web-based 
sales effort.s pay off. 

Al Comdex, disparate events such as no-shows of distribution 
giants Ingram and Merisel, and the absenteeism of IBM, Compaq and 
Apple, added irony to the presence of exhibitors such as Dell and 
Power Computing. Dell, of course, has done nearly all the right things. 
The company reportedly sells $100,000 worth of product per day via its 
Canadian Web site (not to mention the often-quoted US$1 million per 
day the U.S. paicnt is said to rake in on its site). And. a.side from a string 
of quality-control problems that have dogged Power Computing, that 
company is apparently employing much the same strategy- That Web- 
ccnlric/mail-order approach has allowed both to gain unique and high 
profile positions in their respective categories. 

Consumers and corporate buyers didn't go to mail-order solu- 
tions first. Statistically, the average neiworkcd-compuicr purchaser is 
on his or her second to third upgrade cycle and. in many cases, they’ve 
.seen both the small dealers and the megasiorcs let them down. In addi- 
tion 10 pricing issues, .syslemic problems such as reboxed demo mod- 
els. missing cables, and other aspects of poor quality control are what 
drove many buyers from the small dealerships into the megasiores in 
Ihe first place. There, they found salespeople not only woefully under- 
trained on the dizzying array of technical information required to 
effectively serve a sophisticated computer systems purcha.ser. but the 
deals with the devil — the kickbacks, spiffs, commissions, limiied- 
markel product bundles and other behind-the-scenes product ploys of 
the dealers served to destroy a further degree of trust. In desperation, 
jaded users turn lo the production-line process and preconfigured pre- 
dictability of the Dells and Power Computings of the world. 

One of the best booths at the show was one assembled by Toronto- 
bused digital video specialists Visiek. The booth was festooned with lit- 
erally thousands of products presented in a hands-on environment that 
allowed customers to compare, for example, the relative merits of digi- 
tal cameras from several manufacturers in a side-by-side comparison. 
This is the way con.sumers shop; it makes the most sense os a sales strat- 
egy. Vi.siek offered product brochures and catalogs that were both attrac- 
tive and extremely informative, and provided what seemed lo be a 
glimpse of the true soul of the company, The technical experts were 
there, demonstrating (and selling) complete solutions in a highly 
focused and generally high-margin product category. 

While it may be true that multimedia is what the computer world 
promotes when there’s nothing else happening, it is enjoying consid- 
erable interest right now. Those who can put the right pieces together 
stand to reap the rewards. 11* 

Cnieiiie Beimetl is Managing Editor at The Computer Paper and is a 
funner cnmpitler lesellei: Based in Vttneom er, he ran he reached at 
graeme@lcp.ca. 
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BUSINESS BASICS 


Use Internal Financing 
Tn Ynur Advantage 

by Douglas Gray 



B As a reseller, you are 
constanlly dealing with 
cash flow challenges. It is 
the nature of the busi- 
ness, Sometimes you 
need extra funding for 
seasonal inventory, spe- 
cial promotion demands 
or for other reasons. 

Many business owners who are unable 
to access money or sufficient money, in terms 
of debt or equity capital may be forced to 
reassess their needs, resources, and business 
management. For example, quick handling of 
accounl.s receivable, effective inventory con- 
trol, customer pre-payments, and culling 
down on unnecessary expenses can free up 
funds not otherwise available. It forces your 
business to operate in a more efficient fash- 
ion. This will lessen your need to look outside 
the business for financing. 

You may already be effectively using the 
following techniques. If so, a review will re- 
affirm your positive managerial style. If you 
are not applying some or all of these methods 
of internal financing, they are worth consid- 
ering- Here is a brief overview of some of the 
options: 

Customer Prepayments 

A business can encourage customers to make 
a deposit, prepayment, or payment on deliv- 
ery, This is a very common technique in the 
mail-order business of course, or where spe- 
cial or customised orders are requested. 

Inventory Control 

Effective inventory control will ensure there is 
the right amount of slock to satisfy customer 
demand. Determine guidelines for proper 
inventory purchases. Adjust your purchases to 
meet the peaks and valleys of your annual busi- 
ness saies. Too much money tied up in slow- 
moving inventory, debt-servicing payments on 
inventory loans, and lost customer loyalty due 
to insufficient stuck arc costly to your business. 

Collecting Receivables 

Receivables can be reduced by lighter credit- 
granting policies, better monitoring of 


accounts, and more efl'eciive collection poli- 
cies, You may wish to consider credit cards or 
cash only as a means of sales. 

Delayed Payabies 

Establishing a good working relationship 
with your suppliers can result in extended 
payment terms. Make certain they arc aware 
of your loyalty to that firm and your repeat 
business. You may be able to negotiate a dis- 
count or further discount on volume or regu- 
lar purchases. 

Restructuring Payment 
Arrangements 

There are times when a small business is not 
able to maintain monthly payments plus 
interest on loans or repayment to creditors. 
By using creative negotiating techniques, 
there iire ways of gelling around short-term 
problems. 

Some alternative repayment plans that 
you may consider include: 

• A period of grace for principal loan pay- 
ments during the start-up period of your 
business operation; 

• Blended payments that feature a long 
amortization period resulting in low pay- 
ments of principal in the early years; 

• Graduated payments — that is. low pay- 
ments on principal in the early years and 
higher ones later on; and. 

• Payments of principal during the high sea- 
son only, so that the business does not have 
a cash-light period during the low sales 
volume sea.son. 

Selective Product Lines 

Try to limit your product lines to the ones that 
suppliers give you the mo.st favourable terms 
on and which have the highest sales turnover 
and profit margin. 

Fixed Assets 

You may wish to .sell your assets to a leasing 
company and lease them back, lliercby freeing 
up cash for working capital purposes. On 
reviewing your assets, you may feel that some 
of them are not necessary to the business and 
may be sold to free up additional cash. 


Renting or Sub-letting 

You may decide to rent space for your retail 
location, rather than buying. Naturally, this 
will enhance your leverage and your cash 
flow. Possibly you could sublca.se some of 
your existing space to a non-competitive but 
complementary retailer. By subleasing space 
you can olTsei your monthly payments, there- 
by increasing your working capital. There 
could also be cross-marketing benefits with 
increased sales to you. 

Stringent Management 

By reviewing the points discus.sed above to 
determine how to conserve on capital and 
save on expenses, financial resources can be 
freed up and the business risk minimized. 
You should analyze the financial condition 
of the bu.siness on an ongoing basis. For 
example: 

• Arc salaries too high? 

• Are you taking out loo much from the com- 
pany for personal earnings rather than keep- 
ing it in the company for working capital? 

• How do the company’s costs of goods and 
other expenses compare to other companies 
ill the indu.siry? 

• Is the lease loo expensive? 

• Are supplies being wasted? 

• How do actual expenses compare to bud- 
geted expenses? 

You know best where expenses can be 
trimmed from the operation. In addition to 
controlling expenses, you should always be 
looking for ways to increase profits, sell sur- 
plus inventory or assets, and maintain an 
efieclive receivables collection program. IS* 

Dimghii Gray. LLB. I'.v a Vancaiiver-ha.seJ 
lawyer hy iraining. speaker, columiiisl aiij 
author of 15 he.sl-selling business books, plus 
a real estate iiive.simeiit .software program. 
His Ixioks include The Complete Canadum 
Small Busines.s Guide and Home Inc.: The 
Canadian Hoine-Ba.sed Ba.\ine.\s Guido 
tboth hy McGraw-Hill Ryer.son). Stan and 
Run a Praftlable Consulting Business and 
Marketing Your Product Ihotli by Self- 
Counsel Pre.ss). 
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CD-ROM is for notebook PCs 

Mosi nuiobooks currenily 
in opcraiion luck un inter 
nul CD-ROM drive, a siiu- 
alioii ihul is increasingly 
troublesome to users, as 
fewer and fewer software 
titles are uvuiluble on I1up- 
py disks. Rather than buy 
a new. fully niuUiinedia- 
capable notebook, many 
consumers arc kuiking to 
upgrade their sysienis with 
tin esicmal CD-ROM drive. 

DeKalb, III. -based Miem Solutions Ine. 
has released the new Baekpack Bantam, an 
incredibly compact, sleekly designed CD- 



ROM drive that connects to a computer via 
(he printer port. The Backpack Bantam Ls 
designed as a plug-and-play installation: sim- 
ply connect it to the parallel port of any win- 
dows PC, and then plug a printer into the 
back of (he Backpack Bantam. The drive is 
rated at up to l.20UK6/sec. on an enhanced 
Parallel Port (8X speed), or .slower on unidi- 
rectional or bi-directional port.s (between l(X) 
and 520 KB/sec.), The drive weighs 21 
ounces, and has dimensions of USsb inches. 
The base model of Backpack Bantam has a 
Canadian retail price of 
$369, A version with built- 
in stereo sound capability 
costs $469. In addition to 
the new Backpack Bantam. 
MicruSolutions also manu- 
factures other parallel port 
mass storage devices, 
including an 8GB tape 
drive, a 650MB PC/CD 
drive, and exter- 
nal floppy and hard drives. For 
more information, contact 
hlip;//www. microsolulions.com 
or call 1-800-890.7227. 


MANTRONIC CORPORATION 



Protec WebShare allows 
multiple PCs to share Access 

Quebec's Protec Microsystems Inc, has 
released the latest version of its WebShare 
product, which allows up to three PCs to 
share one modem, phone line. Internet 
account and IP address. 

According to Blanca Nova, marketing 
manager for Prolec. “Small organisations 
have embraced the WebShare concept 
because it beats the high cost of multiple 
Internet accounts, and now with this new 
release supporting higher speed modems, 
users can be even more productive. But. 
while the new WebShare is faster than the 
previous version, getting .started is still sim- 
ple. .Just connect WebShare to your phone 
line using the model with integrated modem, 
connect up to three PCs to the WebShare 
using serial cables provided and instantly 
give Internet access to three users." 

The base version of WebShare. designed 
to be used with an cxiemal 
modem, has a suggested 
retail price of S345, and is 
aimed at the SOHO market. 
For more information, con- 
tact hilp://www.proiec-ca, or 
call; 1-800-363-8156- 


llll f ^ 

I V I Markham, Ont L3R 5H4 

I Tel; (905) 305-8668 Fax: (905) 305-8638 


We are the casemen... 

Our factory 
manufaclures 
different types 
of computer 
cases, cooling 
fans, removable 
hard drives kits, 
speakers and 
other accessories. 
Company logos on front panel available. 

We also carry: 

• Keyboard and Mouses 

• Power Supply and Cables 

• Mainboard and Video Cards 

• CPU and Memory 

• Monitor and Printers 

• Fax Modems and Sound Cards etc... 

MITSUMI Muboticsf 

CREATIVE ® 

Dealers Only 



Nintendo 64 competing with powerful PCs 

The Nintendo 64 video games console, an interactive 3D gaming sys- 
tem based on Silicon Graphics MIPS RISC chips, ha-s become the best- 
selling video game system in Canadian history, with more than 3(X).00n 
units sold here in only eight months. 

At a lime when PC games technology is also developing advanced 
3D capability, the Nintendo 64. which retails for less than $200. offers 
the smooihe.si. fastest 3D rendering in the consumer market. 
Developing games for the Nintendo 64 is a difficult and expensive task, 
as it requires high-end Silicon Graphics developers' workstations and 
expert-level 3D animators and programmers. As welt, the N64 uses 
ROM canridge technology, instead of the more common CD-ROM 
disks common to most current multimedia systems. This means that for 
many developers, developing on the N64 is more of a financial risk 
than they care to assume. The upside, though, is that developers who 
commit to the N64 platform lend to be the best and most technically 
capable in the games software industry, and most of the existing N64 
games are held to be first rate. The reverse is true on the PC: the vast 
majority of CD-ROM lilies range from mediocre to bad in quality. 

Many households with PCs have resorted to buying N64s as a 
•second eniertainmenl system,’ since it can free up the 'real' computer 
for home office and school work, for about a tenth of the cost of a com- 
plete PC system, Nintendo representatives claim that about 40 N64 car- 
tridge titles will be available in Canada in lime for the holiday season 
this year. CCW had an opportunity to test (he latest N64 title launched 
this summer. Star Fox 64. and found it to have excellent game play, 
along with beautifully rendered 3D environments. Upcoming lilies 
include Teirisphere. a 3D version of the popular Russian Tetris game, 
developed by Canadian developer H20. and GoldenEye, the Rare Lid. 
adaptation of the James Bond movie. 

For more information, contact (6(W) 279-1600. 
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Microsoft Canada 
CM promoted 

Jeff Do.ssetl. general 
manager of Microsoft 
Canada Inc. since August 
I996. has been promoted 
to Microsoft Corp.. in 
Redmond. Wash. (The 



specific promotjon had not yet been 
announced at press lime.) 

Microsoft says the Canadian subsidiary 
grew 25 per cent under Oosseil's direction. 
Dosseit is chairman of the board of directors of 
Cifls in Kind Canada, a charily for product 
philanthropy. He is a member of the Advi.sory 
Board of the Queen's University MBA for 
Science and Technology program, tind was 
president of the Canadian Alliance Against 
Software Theft (CAAST). 

Microsoft said a separate announcement 
will be made about the appointment of a new 
general manager. In the meantime. Microsoft 
Canada's Strategic Management Team will 
manage Canadian operations, reporting direct- 
ly to Frank Clegg, Microsoft Corp. vice-pres- 
ident. central region. 

Matsushita names CEO 

(NB) — Matsushita Electric Corp. of America 
has announced that Yoshinori Kobe. 58. has 
been named its chairman and CEO. 

Kobe is a member of the board of MECA's 
parent company. Matsushita Electric Industrial 
Co. Ltd. and is responsible for MaLsushiia's 
overall (^rations in North America. 

The company says Kobe joined 
Matsushita Electric in l%2 after graduating 
from Japan’s Sophia University with a degree 
in law, He has held cxa'utivc positions in 
Malaysia, Japan and the United Slates. 

Tandem appoints VP 

(NB) — Tandem Computers Inc. has appoint- 
ed former exec with Newbridge networks. 
Doug Wheeler, to the position of vice-presi- 
dent. corporate marketing. 

He will report directly to CEO RocI Pieper. 

Wheeler will be responsible for reinforc- 
ing and evangelizing Tandctii's corporate 
Image in the market-place. 

Before Newbridge/UB Networks, be was 
at Unix System Laboratories and Software AG. 

In his position as vice-president of market- 
ing at UB Networks, he oversaw all corporate 


marketing, including marketing programs, com- 
petitive analysis, marketing services, advertis- 
ing, public relations, and analy.si relations. 

CAIP elects executive 

The Canadian Association of Imcrnci 
Providers (CAIP) — a non-profit alliance of 
70 companies in Canada’s Internet industry, 
has elected a new executive board. Margo 
Langford, from iStar internet iiK.. was elected 
chair of CAIP. Other members of the board 
include: vice-chair Ri<b Hall (Echelon Internet 
Corp.). secretary Bill Neal (BC Tel), and trea- 
surer Scott Knapman (Bell Canada). 

Last November. CAIP announced Ihe 
dcvciopmcnl of a voluntary code of conduct for 
the organization's members. The organization 
plans to work on issuc.s with government, and 
to represent the Canadian Internet industry to 
intcmaiionai Internet standards bodies. 

Merisel Canada names VP 

Merisel Canada Inc. has named Jainic 
McClelland as vice-president of marketing 
for the company. 

Coming from the packaged goods indus- 
try. McClelland will bring a dilTcrcm pcrapcc- 
live to Ihe position and will apply some of that 
packaging knowledge to Mcriscl's operations, 
said Merisel Canada president Tom Reeves. 

Adobe loses vice-president 

(NB) — John Brandon, vice-president and gen- 
eral manager. North America .sales and support 
for Adobe Systems Inc. has resigned, after 10 
years with the company. 

He will become CEO and president of 
Academic Systems Corp. 

Adtdie says Manuel R. Freitas, vicu-piev 
idem of customer support, will take over his 
rcspon-sibiliiies on an acting basis, until the 
company finds someone to replace Brandon. 

According to the company, Brandon 
"grew the North American application sales 
operation significantly and oversaw the 
smooth Iran.siiion in Seattle from Aldus 
Corp. to Adobe when Adobe acquired Aldus 
in 1994," 

Microsoft gets new CFO 

(NB) — Microsoft Corp, has named Gregory 
B. Maffei CFO. He replaces Michael W. 
Brown, who will reponcdly retire at the end of 
the calendar year. 

Maffei has reportedly served os vice-pres- 
ident for coqMraie development since 19% and 
as treasurer since 1994. As CFO. be will be 
responsible for (he company's worldwide 
finance organization. 

Brown joined Microsoft in 1989 as trea- 
.surer. and was promoted to vice-president for 
finance and CFO in 1993. 


Aug. 17-20 APIS? 

The Toronto APL 
Special Interest Group 
Toronto 
Call: (416)651-4037 
http;/Aww.toronloapl.org'pai'pai 


Aug. 23 ComputBr FIm Maikat 

Nonh of Bradford, Ont, 
Call: (905) 775-2672 
htlp:/Aww.torontoapl,org\ 


SBpt.9-10 Softworld’97 

Vancouver 
Cost: $995 
£-mail;info@softworld.org 
http://www.sottworld.org/ 


Oct. 7-9 Comdax/SCIB ’07 

Montreal 

http://www.comdex,com 


Oct. 27-30 Dacumatlan Canada 

Toronto 

Cost: $975 (workshops extra) 
E-mail: ofoussard@lnterdoc.ca 
ht0://interdoc.ca/ 


Nav. 12-13 Homa-8atad& 

Small Bnlnsss 

Information Expo 
Toronto 

http://www.skymark.net/hbt)s 1 -html 


Nav. 17-10 ThaClOSunmlt 

Toronto 
(416) 698-9733 


Nav. 17-21 Camdax/Fall ’97 

Las Vegas 
http.7/www.comdex.com 


DoyouUveanupccning 
even you'd IM 10 see 
ksiedmCCW^Calefioat? 
E-mail. ccwOiop.oa 
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THE LAST WORD 


by Dotigkis Alder 

“I hit 40 years old this year, 
and for me it is a time 
for introspection and 
thoughts on how I plan 
to spend the rest of 
my time on the planet.” 


The party’s been great, 
go. 

I will be ending my 
term as president, pub- 
lisher and editor at 
Canada Computer Paper 
Inc. as of Sept. .^0. We 
have a new publisher, David Ritter, who will 
be operating from Toronto (the balance is 
re.stored. the universe is whole again). 

I have been working with David to 
transfer some of my knowledge and ideas for 
future growth. He comes to the job as a sea- 
soned publishing executive with more than 
1 7 years of marketing, sales and general man- 
agement experience with Maclean Hunter 
Publishing and Baxter Publications. He has 
hit the ground running and although .some 
days his head is spinning with all the new 
things to learn, he is absorbing quickly what 
is needed to keep the company going and 
growing. His mandate is to continue the sue- 
ces,slul growth we have experienced and to 
"export the revolution." (You can contact 
David Ritter at publisher@icpon.com.) 

My Reason For Leaving 

In 1905, Canada Computer Paper Inc., the 
company i started almost 10 years ago. was 
purchased by Montreal-based Hebdo Mag 
Inc., the world's largest publLsher of classi- 
fied ud format publications, with publications 
in Canada, the United Stales, France, 
Holland, Sweden, Italy. Switzerland. Poland, 




Russia. Taiwan. Thailand and Puerto Rico. 

As some of you know, when I originally 
sold the company two years ago to Hebdo 
Mag Inc., I was given a two-year manage- 
ment contract. That contract is now up. and I 
feel it is time to move on. 

When I sold. I did so with a view to 
spending more time with my family. 1 plan to 
travel with my wife and our four children. 
Our kids are home-schooled and so this will 
be one big geography lesson for them. We 
would like to see some of the world before 
they gel loo old and launch off on their own. 
We plan to travel for at least two years, before 
considering any new projects. 

I have enjoyed my lime with the eompa- 
ny immensely and love the work that we have 
been doing, but I hit 40 years old this year, 
and for me it is a time for introspection and 
thoughts on how I plan to spend the rest of 
my lime on the planet. 

My wife Kathryn and I started The 
Computer Paper in Vancouver in 1988, and 
expanded the publication into a cross-Canada 
publication, with editions that provide cover- 
age for Vancouver. Calgary. Edmonton. 
Saskatoon, Regina. Winnipeg. Toronto, 
Ottawa. Montreal and Halifax. Along the 
way. we purchased Torimio Computes. 
Computer Player. Camiiliiin Computer 
Wholesaler and Covernmeiil Computer. We 
also launched Quebec Micro! and Ottawa 
Computes! in the process. With II different 
editions and a circulation somewhere over 
64().CXX) copies a month, we can lay claim to 
being Canada's largest computer publishing 
company — not had growth for 10 years. I 
am happy with where I am leaving things. I 
feel I have achieved some of the goals I set 
out for myself, or saw along the way. 

Our Oscar Speech 

We would like to thank the many, many peo- 
ple who have brought the company to this 


point. Obviously the staff at Canada 
Computer Paper Inc. have been key to the 
development and success of the company. 
You can read the masthead of our magazines 
to see the names of the 75-plus people who 
make it all possible each month. 

We would like to specifically name 
some people who have been key to the long- 
term development of the company; John 
Oliver, national .sales manager; Hari Singh 
Khalsa. associate publisher in Vancouver: 
Patricia Fitzgerald, marketing manager and 
associate publisher in Calgary: Suzanne 
Fitzgerald, Winnipeg manager: Graeme 
Bennett, managing editor; Christine McPhic, 
corporate controller; lino Wong, operations 
manager in Toronto; Einar Murchison, a.sso- 
ciale publisher for our Eastern Edition; Jamie 
Leighton, western key account manager for 
CCW-. and Judy Prange. a.ssociate publisher 
for CCW. 

We would also like to thank our many 
long-time and loyal advertisers who have 
made Ihe journey possible. Finally, we thank 
you the readers who keep reading, keep using 
Ihe magazine as a source for your purchasing 
and keep telling advertisers you saw their ads 
in our publications. Oh yeah, we would al.so 
like to say thanks to our Moms and Dads. 

One More For The Road 

You will probably get at least one more col- 
umn out of me before ! leave on our round- 
the-globe trip. The management of Hebdo 
Mag has asked me to send a postcard or arti- 
cle once in awhile from the road, so don't be 
surprised if my smiling face shows up on 
occasion from some far-off place, with an 
opinion on global computing. 

Enjoy the issue, tb' 

Douglas Alder is Publisher of Canadian 
Computer Wholesaler. He can he ivached at 
puhlisher@icp.ca. 
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Been There, Done That! 



Our currenl model, the FT15, is Sceptre’s 5th generation 
fiat panel monitor. We definitely have been there and 
done that when it comes to providing LCD fiat panel 
monitor solutions! Read what these peojilc have to say 
about Sceptre; 

"I was confronted with the problem of creating an easy 
to use, computer friendly workstation for our executives 
who demonstrate our Brllannica Online"... 1 needed a 
monitor that was both technically and aestheticoliy ap- 
propriate ... Sceptre’s LCD allows us to do everything we 
need to. The price was within our range as well. It's 
worked like a chomp. ” 

iMrryMernck. VIcePresideru.MIS 
Fjicyclopedia RrUonnka 

"I reviewed a few different flat panel monitors. Sceptre's 
was the best in terms of dimensions, features, and lack 
of interference. It was also the most realistically priced. 
It was a pretty easy choice." 

Richard Hinson, medical research scienicst 
V\^tli-Ayersl Research 


To find out how aScepire LCD fiat panel monitor can pro- 
vide the solution to your challenge, visit out web site at: 

www.sceplretech.com 

or give us a call at 

800-788-2878 


1024x768 resolution 
14.5” diagonal view 
Amplified stereo speakers 
2.5” thin (without base) 

7.5 lb. light (without base) 

Easily detached base 

(FTIS also available in charcoal gray) 



EXCELLENCE FOR ALL THE WORLD TO SEE 


